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at Every Station 


Electric motors driving the intricate mechanisms of 
machines that transmit and record messages verbatim 
must have identical operating characteristics at every 
station. Since standard ‘‘off-the-shelf’’ motors cannot 
meet the strict performance requirements, such as uni- 
form, synchronous speed, quietness, load cycles, etc., 
the solution is a special motor designed to exactly meet 


the particular operating conditions. — 
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For over 50 years Holtzer-Cabor has 
designed and built special motors to fit 
the application. Many machines such 
as teletype machines, and other sending 





Uniform, Synchronous Speed 
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TeletyP 


and receiving equipment are Holtzer-Cabot powered. 
Although, today, all of our plant facilities are being 
utilized for building special fractional H.P. motors for 
military use, our motor development engineers will 
gladly discuss your post-war motor requirements with 
you. No obligation of course. 


SPECIAL MOTORS DESIGNED TO FIT THE APPLICATION 


HOLTZER-CABOT 


Division of First Industrial Corporation 


Designers and Builders of Special Fractional HP Motors and Electrical Apparatus 








The 
the firt 


Pratt € 
Conn.., 
aircraf 
past tv 
tising | 
returni 
gon w: 
Direct 
he was 
for Ha 


Cha 
assistat 
fired | 
ment - 
Applia 
Gener: 
Corp., 
Y. He 
past ty 
the pi 
service 
busine. 
ously 


: Service 


Delco- 


W. 
of the 
H.D 
sudde: 
gan. F 
Conea 
pany’s 
Concc 
Grun 


| Roun 























Theodore A. Hodgon has returned to 
the firm of Harvey-Whipple, Inc., after 
an absence of twenty- 


eight months, it was 
announced by Ray 
G. Whipple, Treas- 
urer and General 
Manager. Early in 
1942 Mr. Hodgon 
left Harvey - Whip- 
ple, Inc., to join the 
technical staff at 


Pratt & Whitney Aircraft, of Hartford, 


4] Conn., manufacturers of the world famed 
‘| aircraft engines of that name, and for the 


past two years has been Assistant Adver- 
tising Manager of Pratt & Whitney. In 
returning to Harvey-Whipple, Mr. Hod- 
gon will fill a newly created position as 
Director of Marketing. Prior to the war, 





he was for five years Advertising Manager 
for Harvey- Whipple. 


Charles E. Smith has been appointed as 
assistant sales manager in charge of oil- 
fired heating equip- 
ment for the Delco 
Appliance Division, 
General Motors 
Corp., Rochester, N. 
Y. He has spent the 
past twenty years in 
the production and 
service ends of the 
business. He previ- 
Ously was assistant 





service, manager in charge of oilfired 
Delco-Heat equipment. 


W. S. Michael, General Sales Manager 
of the Conco Corp.—Heating Division of 
H. D. Conkey & Co., Mendota, IIl—died 
suddenly on July 6 at Dowagiac, Michi- 
gan. He was fifty-one years old. He joined 
Conco in 1936 and established the Com- 
pany’s heating division. Prior to joining 
Conco, he was associated with Grigsby- 
Grunow Co. in Detroit and with the 
Round Oak Co. of Dowagiac, Mich. 





(Continued on next page) 
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Stanley C. Hope, President of the Gil 
bert & Barker Mfg. Co., West Spring: 
field, Mass., has re- 
ceived an award from 
the Ordnance Depx., 
Washington, D. C,, 
for distinguished ser- 
vice rendered in the 
Capacity as Assistant 
Chairman of the Re- 
mote Control Sys- 








tems Industry Inte: | Pro 
grating Committee. | 8 !° 
This Committee was formed for the pur- exhaus 
pose of integrating production of the | Pt 1 
IT WILL PAY YOU TO DECIDE THIS various mechanisms which control the ig 
QUESTION NOW INSTEAD OF LATER sighting and firing automatically of all 

anti-aircraft guns. py 
If you plan to sell oil-heating equipment after the Nelson Hayward, Executive Vice-presi- =. : 
war, here’s something to consider. You probably will dent of the Ray Oil Burner Co., after a } : 
either sell the nationally distributed and nationally survey trip of the he . 
accepted line of H. C. Little oil-burning units, or else company’s distribut- uilt . 
will have to sell in competition against them. Present ing points through- ome Pp! 
H. C. Little dealers tell us the odds favor the H. C. Little ati: 2 Con 
franchise holder. Here’s why. Canada reports a world 
The great majority of American home owners who strong conviction istence 
want automatic oil heat have small homes and need a that equipment con- supply 
unit which burns less than three quarts of oil per hour. seas tie celia ia Harolc 
Since pressure type oil-burning equipment is not satis- ire ; perime 
factory in these small capacities, the demand will be for sachs eieee te from tl 
ee wes iii aaa permitted, and he forecasts that it will cues 
search 

take the industry five years to catch up oo... 
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H.C. LITTLE ceaps tHE FIELD pees that th 


William J. Debler has been appointed add “I 
Factory Representative in the Atlantic} 4... dl 
_ Seaboard States for a. 
Sia ; creat 
General Filters, Inc. iii. 
= Mr. Debler will con- 4 

fiddle. 


WITH THE ONLY AUTOMATIC VAPORIZING 
TYPE OIL BURNER EMPLOYING ELECTRIC 
IGNITION, For Conversion Burners, Furnaces, 
Space Heaters, Etc. 





centrate on sales de- Mo: 

: : Os 

§ velopment of fueloil seam 

That is why, after the war, H. C. Little dealers will } filters. He has been provid 
again have the competitive advantage — be selling what Se connected with the keep th 


more than 75% of all home owners want — heating 
equipment designed especially for the typical 5- to 
6-room house. These H. C. Little units: oil-burning floor 


: sagem ——s Rik 
or many years andy i) 





: a 
furnaces, wall furnaces, console heaters, hot water | a is well ‘ss git of gett: 
heaters and small winter air conditioning furnaces, will throughout t r east. Fit will 
be easy to sell, but mighty tough competition to sell Harold T. Bodkin has been appointed to the 
against. Since you'll most likely be doing one or the sales promotion manager of the Evans Sic: 
other, why not investigate the idea thoroughly NOW. | Products Co., De- chief : 

| troit, Mich. He has a 

, | been actively asso- 

WUnile for | ciated with advertis- 

| ing and sales promo- ae. 
a copy of “How to Get ie re L j TT L ra | tion work for twenty ing an 
; kin’ =" 
Real Profits in Post- ” x ate Praaivgenss: oo 
ee ge er ae arge m 
war Heating,” with Burner Co. Evans Products Co. | ly depe 
our compliments. SAN RAFAEL, CALIF. will center upon na- lighting 
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Professional pessimists currently look- 
ing for proof that the oil supply is all but 
exhausted will find little comfort in a re- 
port from Lloyd’s Register that Great 
Britain is equipping practically every mer- 
chant ship now being built to burn oil. 
They believe the coal supply is too uncer- 
tain, and are designing their steam plants 
to be independent of the increasingly dif_- 
cult coal supply. Motor ships are being 
built as rapidly as the limited Diesel en- 
gine production will permit. 

Contrasted with the conclusions of 
world oil users whose very economic ex- 
istence depends on the accuracy of their 
supply estimates, Secretary of the Interior, 
Harold L. Ickes, has announced an ex- 
perimental program to extract petroleum 
from the sandstone of six California coun- 
ties. Few people will object to such a re- 
search program as such, but it is interest- 
ing to read Mr. Ickes reported statement 
that the program is being undertaken to 
add “literally mountains” of oil to our 
dwindling reserves. In spite of the discord 
it creates, Mr. Ickes seems determined to 
twang the one string on his petroleum 
fiddle. 

Most research programs are desirable, 
and this one may be no exception. It will 
provide activity for the Bureau of Mines, 
keep the staff busy, and may produce some 
high cost oil. There is little hope that it 
will be a commercially satisfactory means 
of getting crude, and almost no hope that 
it will contribute petroleum or products 
to the war effort. Press dispatches an- 
nouncing the venture indicate that its 
chief value is to keep alive the oil short- 


age scare, 


Eire, pledged to neutrality, is suffer- 
ing an acute shortage of many living es- 
sentials, with none so short as fueloil. The 
large majority of Irish homes were entire- 
ly dependent on oil for both heating and 
lighting, about two million out of the 
Country’s 3% million population. Almost 


fue/oil 
é o// heat 


entirely a rural nation, electric and gas 
facilities are negligible. Ireland has no 
coal mines of any consequence and Eng- 
land, hard pressed for war coal needs, is 
not shipping any to Ireland. 

Paraffin (substantially kerosene) is ra- 
tioned at a half gallon per household for 
six months, so oilheating and lighting have 
nearly ceased to function. Candles pre- 
viously made from parafin are now 
molded of mutton fat, and about the only 
heating fuel obtainable is turf in some 
districts. Other districts had considerable 
suffering last Winter. 

The United States or Britain might 
have found some way to spare a few 
cargoes of oil in exchange for one or two 
of those naval bases on the Channel that 
Parliament so generously gave away back 
in the twenties. Oil, the indispensable, 
lends itself to pressure politics. 
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On the train out of Washington one 
hot August evening we dropped down at 
a table in the club car for a tall glass of 
tonic to ward off summer colds. Sitting 
opposite was a young Army air pilot with 
three long rows of ribbons above his wings 
and with the lone blue bar of a Presi- 
dential citation on his other chest. He 
looked 20 years old, but must have been 
27 or 28, for on the wilted collar of his 
shirt was the spread-eagle rank of full 
colonel. 

With the possibility of an interesting 
conversation in sight we opened by ask- 
ing if he might have been responsible for 
the sign on the wall of the English pub 
that no American air colonels would be 
served unless accompanied by their par- 
ents. He disclaimed the honor, but had 
heard the story. 

He had arrived in Washington that 
morning from London and was off to the 
Midwest for three weeks leave and then 
to another war front. The new London 
blitz is pretty bad; his hotel had disap- 
peared while he was gadding about else- 
where. He had come to London from Rus- 
sia, on three-way shuttle bombing from 
Italy, in fact had led the first group to 
land in Russia when the new triangle 
service was started. 

Learning that our interest in Washing- 
ton was oil, he shuddered at the thought, 
said that was one commodity he didn’t 
want anything to do with. It seems that a 
group of them were admiring the Ru- 





manian refineries at Ploesti: when one of 
the boys dropped something. Then the 
heat was on, and literally. They had work 
to do with several runs to make over the 
target, but at whatever altitude they tried 
the heat came in through the cabin walls 
and broiled them to a turn. The flak and 
the Krauts were trivial—only the heat 
they remembered. 

Curious as to how a fighter whose whole 
operation depended on oil should develop 
such a sincere dislike for the stuff, we 
asked what about 100-octane gasoline that 
he uses. He supposed that was all right; 
he never gave it a thought. It was always 
there and the boys put it in when the ship 
needed it. Apparently they thought no 
more of it than of the air that had to sus- 
tain their flight. And that is the point of 
the story—somebody has been at work. 

This kid was with Montgomery from 
Alemein across Africa, participated in our 
North African invasion, in the invasion of 
Sicily and the two in Italy, shuttle-bombed 
to Russia to England, and left his card at 
Ploesti and points north, yet never gave 
a thought to fuel supply. With only a few 
hours in Washington, he couldn’t have 
read the P.A.W. press releases, so it must 
be true. 
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As announced in the August issue, the 
Petroleum Industry War Council has ap- 
pointed a committee of oil men to reedu- 
cate the industry and public on the need 
for continued perseverence in fueloil sav- 
ing. Largely because of military successes 
and the general knowledge that we no 
longer have oil transportation difficulties, 
there has been a noticeable letdown in the 
public attitude toward oil saving. 

This is evident in the thousands of ap- 
plications to reconvert domestic users back 
to oil, some of them generated by dealers. 
We all want those customers back, but the 
time is not yet. The European war may 
end this fall, but you can get some Army 
men in Washington to bet that it won't. 
Local bulk stocks are comfortable today, 
but that is a P.A.W. plan to use trans- 
portation to best advantage. 

Unless we get some product released by 
the Armed Forces—and they now say that 
we won't any time soon—the outlook is 
tighter, not easier. Fueloil men have done 
a record job in cooperating with Govern- 
ment to save oil; let’s keep it up a while 
longer; let’s convince our customers. 


9 
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THE FIGHTING FACE OF FITZGIBBONS 


Not a smile in the lot— just grim, stern determination to do their job in 
getting out armored equipment. The men and women of Fitzgibbons 





atari ot work in the blinding glare of welding torches, in the shattering roar of 
nt “D-da ae 

new building dawns, heavy shears, punches, bending rolls. Thus are born the M-7 Tank 
hold the good will of 


vous Pesgibbons- Destroyers whose 105 mm. guns are today making hash of the toughest 








aneng senate. enemy tanks, and thus were made many of the famous General Sherman 
Check their installa- 

tions, and should re- tanks that are chasing Rommel out of France. In the making of these 
placement parts be : i. : 

needed, depend upon things the men and women of Fitzgibbons have earned the Army-Navy 
our Maintenance a . ‘ 

Department. E” award, with star for continued effort. 











When the present need is 


t, th Bi 
A STAR HAS pas e men and women of Fitz 


BEEN ADDED 


to Fitzgibbons’ Army- 
Navy “‘E’’ flag, evi- 
dence of continued 
excellence in wartime 
production. 







gibbons will again make steel 
heating boilers, and air condi- 
tioners. Their job is, first to make 
America safe — then to make it 


comfortable. 





FITZGIBBONS BOILER COMPANY, INC. - 101 Park Ave., N. Y. 17, N. Y. 
Works: OSWEGO, N. Y. © Branches in Principal Cities 


BUY 
U.S.WARBONDS crEeEL HEATING BOILERS SINCE 
September 
“xg 1944 


























pe: Le 
motors of its capacity ever de- 
veloped for high efficiency and 
tontinyous duty. 


'@ Advanced design permits kon makemtrtn Se eoriges 
“motot speed to be governed se 
within a range of plus of ak . : 
minus 1%. % 
@ With o quarter-inch gear it eg ¥ ; 
will lift 50 times its own 5 ; : * 
weight. Uses less current ‘ aes — 





@ Operates ot speeds 
sagged p.m. ~~ 


speed of airplane 

@ Operates “offigiently in tem- 
peratures from 60° below 
zero to 150° above and from 


Now LO" fc 
FLIES THE WORLDS MOST MOTORIZED PLANE 


From the moment its four giant engines start their thun- 
der, until its tricycle landing gear again touches ground, 
scores of tiny electric motors, of many types, help guide 
and make the Superfortress all that its name implies. 
Electric Motors, many more precisely built than the 
finest watch, aid the pilot in setting his course . . . and 
holding it. They activate the instruments that fill the 
flight engineer’s panel. They make it possible to bomb 
with pin-point accuracy . . . and record the results. They 


Wings that embrace the help the gunners wipe out enemy planes. Even the radio 
world form an emblem operator depends on motors to get messages through. 
that fittingly symbolizes ; ; 
the global missions for Delco Appliance, which has already delivered several 
which the new 20th Air million precision-built war motors, is proud to be supply- 
Force was created ing most of the electric motors that help the B-29’s fly the 
world. 


There’s a Great Day Coming! 


“Victory Is Our Business” until peace comes. With that “great 
day” we shall return to building home and farm appliances that 
will be still finer because of our ever-increasing knowledge and 


> DELCO & 
APPLIANCE 


ROCHESTER, N. Y. 


DIVISION of GENERAL MOTORS 


PEACETIME PRODUCTS: DELCO AUTOMATIC HEAT (O1L-GAS-COAL) 
DELCO LIGHT AND POWER PLANTS, DELCO-LIGHT BATTERIES, 
DELCO WATER SYSTEMS, AND DELCO APPLIANCE MOTORS. 





THE MORE BONDS YOU BUY 
THE MORE PLANES THEY FLY 
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sea level to stratosphere. 


an automobile taillight bulb. “TORQUE MOTOR moror maton 
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FACTORY SHIPMENTS, in Thousands of O J J Snend: gain: 
Domestic Oilburners & Units ———— 


Domestic Gasburners & Units ---=--= creas 
vienna” ESTIMATES OF DOMESTIC oilburner and St 


unit installations during July show 4,434 J ithe 
sales, or six times the 780 installed in the ] aver: 
same month a year ago. Of these, “8 | com; 
per cent were conversion burners, 10 per | date 
cent boiler-burner units and 12 per ceat J a se 
furnace-burner units. Total sales for tne } coup 
first seven months of this year were 22,698 } week 
and last year 4,393, up 417 per cent. | depo 
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DEC MAR yl SEP DEC MAR JUN SEP DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 


1943 1944 Substantially all of the equipment now }} repo: 

Shipments of Oilburners and Units being sold is for replacements. cause 

Adjusted to include manufacturers other than the 85 reporting to BURNER PRICES: The conversion burner ] js le: 
Census Bureau, FuELoIL & Or, Heat's estimates of shipments are: price index shows a drop of a fraction of | short 


Ee ——$_—__— nS MONTES . . ¥y 

eee Haat a point from June in both wholesale and | oil c 

1944 1943 Change 1944 1943 Change retail brackets. In the price tables both ] to co 

Conversion 3,307 1,296 me et hoo | 16,212 9,946 + 63.1 boiler and furnace units showed general stead 
Boiler units 572 849 — 32.7 2296 5,399 — 58.2 doris th the 1 é 

Furnace units 207 al HE 1,835 3,829 —$2.2 eclines. With the large stocks of units | book 

All domestic 4,086 2,602 + > py 20,305 19,174 + 59 starting to move, so is competition appar- brief 

Commercial 2,701 4,549 — 40.7 16,424 24,330 —32.5 .. iG 

Total 6,787 .¢) ef 36,729 43,504 —=ft5 ently’. ast s 


BURNER STOCKS: During July dealer CR 


100 stocks of burners on hand showed a tos b 


100 





9o{_| STOCKS OF DoMEsTIC OILBURNERS AND UNITS | 90 

ei (in oe oo Shown | ‘i marked rise to about 13,000 conversion | joc 
10 Dealer Stocks ---- 79 burners and units. No individual dealer ] the y 
60 | 60 has been able to,buy a lot of burners, but | fp f, 
50 50 = it has not been “difficult to get authority | over 
40 40 on Form 1319 to ship in a dozen or s0, | geabc 
cS * providing the dealer could locate a manu | No. 
zs 10 a facturer who had them. Since the start of | [f th, 
0 0 the year, manufacturers have been given } q cle 
JUN al DEC MAR a SEP DEC JAN FEB MAR APR MAY od JUL AUG SEP OCT NOV DEC permission to assemble about 25,000 burn’ | 4 lot 
July Minimum Retail Prices: Key Dealers ve from stock of yes an hand to help | heati 

relieve the scarcity. Factory stocks at the | distir 

CONVERSION BURNERS BOILER-BURNERS FURNACE“BURNERS ; 
Top price* Low price Top price* Low price Top price* Low price end of June, the last month for which ]  secti 
Highest $375 $199 $645 yok $625 $397 figures are available, were 20,445 domes | sold 
Lowest 200 165 400 32> 425 335 . . f 

Sasly tever. 560 188 485 364 485 370 tic burners and units. At the start of | burn 
June Aver. 259 184 506 374 ‘13 - 360 June they were 21,389. Shipments dur: | tarie: 
*Top price key dealers for conversion burners are those whose minimum ing June were 4,086, indicating new pro’ | and 

retail prices are $200 or more; for boiler-burner and furnace-burner duction of 3.1442 d 

units (exclusive of ductwork) those whose minimums are $400 or over. eo, prod 

Spay SERVICE DEPARTMENTS: ‘The average In 
Price Index: Conversion Burners: Jan. 1940 is 100% July service department income of ref golyt 
WHOLESALE RETAIL porting dealers was $1,771, or 10.6 per | ther, 
July 114.5 Six monthsago 105.0 July 113.1 Six monthsago 110.8 cent above $1,601 for the same group af jj S 


une 115.0 Year ago 104.3 June 114.0 Yearago 109.9 
J ¥ year ago. Dealers were asked for an ex’ J 4 ble 








215 INDEX OF BURNER PERMITS in 43 Cities-—— | pression of the degree of interest on the f cent. 
Hs | a of ge B= 100) | part of homeowners this year to do a} Butt 
175 st y Pom y 936-7 M100) saat better “Prepare for Winter” job, in view form 
150 Both indexes adjusted for seasonal variation of their promotional efforts and the wide ingto 
125 publicity campaign in newspapers, radio | diffic 
100 and movies being conducted by the Office | was | 
75 of War Information. Tangible results, T* 
‘ comparing this summer with last are * prob! 
ported. Insulation sales up 6.5 per cent; J oj 
25 control sales up 5.3 per cent (draft regu | rang, 
lators emphasized); orders to clean the J ung 
heating plant and adjust burners, up 133 | No: 
D 0 per cent. These are weighted averages, | the , 
DEC MAR JUN SEP DEC MAR JUN SEP DEC JAN FEBMAR APRMAY JUN JUL AUG SEP OCT NOV DEC ; 
1942 1943 1944 and include those firms that reported no they 
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Individual companies reported in- 


gains. 
creases as high as 50 per cent. 


SUMMER FILL-UP: Summer fill-ups, 
either made or ordered to August 10th 
averaged 35.3 per cent of customers. This 
compares with 39 per cent at the same 
date last year. This represents more of 
a setback than the figures show, since 
coupons were mailed out at least two 
weeks earlier this year. Total coupons 
deposited with dealers to August 10 are 
reported at 39.6 per cent; this is the real 
cause of the drag in fill-ups. The public 
is less concerned this summer, with oil 
shortage getting to be an old story. Most 
oil companies did less promoting this year 
to convince customers of the scarcity; in- 
stead of long educational letters, printed 
booklets, etc., the majority sent only a 
brief note saying, in effect, “It worked 
last season, so send tbem in again.” 

CRACKED OIL PROBLEM: Much too little 
has been accomplished to date on this, our 
most serious problem in oilheating since 
the war started. The final solution must 
be found, and promptly, since something 
over a fifth of the burners on the Atlantic 
seaboard will not operate on the type of 
No. 2 oil now coming into the market. 
If the problem is allowed to drift without 
a clear solution and these consumers have 
a lot of trouble, public acceptance of oil- 
heating is going to take a setback. It is 
distinctly an Eastern difficulty since other 
sections of the country have in the past 
sold a: No. 1 oil to most of these critical 
burners—the pot-type and the vertical ro- 
taries, plus a sprinkling of other types 
and old models that need high gravity 
product. 

In the last issue it was stated that a 
solution had apparently been found in 
the recommendation of the District I Fuel- 
oil Subcommittee and the P.I.W.C. that 
a blend of 60 per cent No. 2 and 40 per 
cent No. 1 be provided for these burners. 
But the recommendation has not yet been 
formally submitted to P.A.W. in Wash- 
ington for the reason that a dozen fresh 
difficulties have appeared since the blend 
Was proposed. 

To briefly restate the fundamental 
problem, those burners require a No. 2 
oil of 35 gravity. This is in the upper 
tange of the No. 2 specification. Up 


until this season most refiners made their 
No. 2? with this high gravity, not because 
the specifications required it but because 
they wanted to sell one all-purpose No. 2 


Oilburner* and Building Permits 


OILBURNERS DWELLINGS 
July 6 MONTHS July 6 MONTHS 
1944 1943 1944 1943 1944 1943 1944 1943 

0 0 0 0 Albany, New York ‘sf ~ 
ne - - aa Binghamton, New York 0 0 1 0 
36 30 240 143 Boston, Massachusetts 0 0 0 21 
15 0 56 3 Bridgeport, Conn. + ay ne ‘a 

: a te : Buffalo, New York 0 61 14 296 
ae she ye ae Des Moines, Iowa 6 0 8 3 
24 0 74 0 Detroit, Michigan 168 204 2021 2730 

1 1 , 3 Elizabeth, N. J. 0 3 0 50 

2 0 26 2 Freeport, New York oe ait es 

ie as Greenwich, Conn. 0 3 l 5 
wi i a Hackensack, N. J. 0 0 0 0 
4 0 30 14 Hartford, Conn. & ; re = 
0 0 1 1 Irvington, N. J. 0 3 + 5 
a aa rs Lynn, Massachusetts 0 0 0 0 

2 1 12 5 Milwaukee, Wisc. 10 3 16 161 
ie 5 93 34 Minneapolis, Minn. 0 0 3 2 

1 0 17 3 Montclair, N. J. a Ap 

iu as a Morristown, N. J. 0 0 0 0 

6 2 56 12 Mt. Vernon, New York i 

6 3 84 17 New Bedford, Mass. 

0 0 5 1 New Haven, Conn. 

0 0 2 6 New Orleans, La. ae a “id 
nie ree me New Rochelle, N. Y. 0 0 1 0 
sa oe es Norfolk, Virginia 2 3 5 173 

0 2 4 Oakland, Calif. =i ne re re 
14 0 75 14 Omaha, Nebraska 9 1 276 4 

0 0 0 1 Orange, New Jersey 0 0 0 0 

6 0 6 1 Passaic, New Jersey Mr os a mp 

2 1 12 1 Paterson, N. J. 1 1 1 2 
Ae Ps ee : Plainfield, N. J. 0 se =0 7 7 

l 0 12 2 Portland, Maine SA l z 2 
D1 14 80 59 Portland, Oregon 16 14 383 29 

6 0 26 0 Providence, R. I. 0 0 0 0 
xe ie KG Reading, Penna. 0 0 0 0 

0 0 0 l Richmond, Virginia 0 0 189 33 

0 0 0 1 Rochester, N. Y. 0 0 0 0 

3 0 19 3 Rockville Center, N. Y. Pre ne a es 

0 0 0 0 Salem; Massachusetts a) 0 0 0 

4 7 32 35 St. Louis, Missouri 0 37 0 39 
13 1 41 7 St. Paul, Minnesota 0 2 1 3 

0 3 11 18 Schenectady, N. Y. + Be my 

oy Seattle, Washington 3 234 265 847 

ne Springfield, Mass. 1 1 11 11 

1 0 10 0 Stamford, Conn. Pe 3 Pe = 
a Trenton, New Jersey l 47 7 103 

Utica, New York 1 0 2 0 

7 rf “ West Orange, N. J. 0 0 0 0 

8 1 19 10 White Plains, N. Y. 0 0 0 0 

3 _0 12 3 Wilmington, Delaware 0 88 8 496 

7 0 85 9 Worcester, Mass. sy a ai ae 

2 2 48 10 Yonkers, New York ay we i a 

203 73 1192 393 Totals 219 706 3226 5022 
+ 203.3 Percent Change —-68.9 eee 


+178.0 


*Permits are not total sales in each market since none are reported from suburban areas, 
which normally account for 20% to 60% of total sales in each market; nor are they an accu- 
rate index where enforcement is lax. Rightly used, however, they are a useful working index. 
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that would handle the vaporizing as well 
as the atomizing burners. This No. 2 
had little cracked product and a high per- 
centage of straight run, with ample high- 
volatile fractions. The high emphasis on 
100-octane gasoline and the greatly ex- 
panded number of cracking stills to make 
this possible (most of them completed 
since last winter) resulted in the No. 2 
oil dropping in gravity below the operat- 
ing point for vaporizing combustion. 
The per cent of straight run stock in 
No. 2 has declined very considerably with 
a correspondingly high per cent of 
cracked product, this cracked oil having 
lost its quick-vaporizing fractions to the 
100-octane gasoline. True, the lower- 
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gravity No. 2 contains more Btu’s per 
gallon, but that means nothing in a burner 
that won’t handle it. Much of the No. 2 
oil now going into tanks in the East is as 
low as 28-29 gravity. 

Interestingly, the collapse of the Luft- 
waffe has intensified the problem. Be- 
cause of little resistance, our air forces 
are able to operate more extensively over 
Europe than originally planned, with de- 
mands for 100-octane much more am- 
bitious than programmed. Certainly 
there isn’t one man in our industry who 
would want a gallon of that aviation fuel 
held back. 

The proposed blend would restore the 

(Continued on page 86) 
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“Needed service for my make of oil 
burner. Located dealer easily by re- 
ferring to the Classified, finding him 
under the trade mark." 

















**.. wanted a certain make oil burner 


“For information relative to a specific and, to learn who sold them locally, 
make of oil burner, consulted the Clas- referred to the ‘yellow pages.’ Dealer 
sified and called authorized dealer.’ was located and I bought a burner. 





































A VIP FOR YOU -ROM 
MR. ¢ MRS. PUELIC/ 


tised brands. 


geet of surveys throughout the country prove pretty con- 
clusively that people everywhere “look in the Classified” for 
sales and service information as well as to find dealers in adver- 


For example, when they look under the many familiar trade 
marks that are listed there, they find the local authorized service 
stations and dealers who are helping keep oil burners going for the 
duration. This means more service business and after-the-war sales. 


The habit of looking in the Classified, so universal today, makes 
it profitable to be identified with the trade marked prod- 
ucts you represent. Why not check the sales-building 
possibilities of the Classified for the post-war period? 

‘Call the Business Office of your telephone company. 





























““When looking for fuel, the Classified 
served us well.’’ 





to the Classified." 


of oil burner one night at 12, thanks 

















‘‘Needed an extra radiator . . . found 
the company’snamein the Classified.” 
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Oil, the Banker 


Several Burner Outlets in a Market Owned by One Oil Firm 


by 
Robert Gray 


bk THE PREWAR History of oilheating 
the annual take from the retail sale of 
domestic fueloil averaged about five times 
the dollar volume represented by sales of 
oilheating equipment. The integration of 
burner and oil sales into one company was 
the natural outgrowth of this situation. 

With oil volume the prize, burner sales 
and service were an adjunct, although the 
better operators always conducted their 
equipment departments entirely inde- 
pendent of the oil side of the business and 
made profits from equipment sales. In 
Eastern states by 1941 two-thirds of all 
burners were being sold by companies sell- 
ing oil, and nearly as large a percentage of 
retail domestic fueloil was sold by com- 
panies with burner departments. 

With a few earlier exceptions, this 
wedding of interests was started in the 
dificult days of the early thirties. Prior 
to then, burner prices had been high and 
the sale of oilfired equipment alone had 
made possible many profitable operations, 
while oil men in those earlier years had 
been repeatedly surprised at new cus- 
tomers tossing them business, virtually 
over the transom. 

With the depression and its reduced 
rate of new. burner installations, prices 
were down and burner men began to look 
with sharpened appetites toward fuel 
profits that they alone had created for 
someone else. It should be easy, they rea- 
soned, when selling a burner, to tell the 
customer what oil worked best in that 
equipment, or better still, go into the oil 
business. Many did, and probably as a 
natural outcome, fueloil distributors went 
into the burner business, recognizing 
burner sales as the sure way to increasing 


oil volume . . . the same reasoning in re- 
verse. 


So much for background. This story is 
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about a particular phase of that trend, in 
which a single large fueloil distributor in 
a market finances, and sooner or later con- 
trols, several of the best burner outlets and 
their franchises. This practice is increas- 
ingly evident in the Midwest, less in the 
East, with Philadelphia the notable East- 
ern exception. There are such set-ups in 
Detroit, Cleveland, Chicago, Kansas City, 
St. Louis and no doubt in other Midwest 
cities. 

This type of operation is not to be con- 
fused with situations where one oil com- 
pany sells several makes of off-brand burn- 
ers that anyone can buy in bargain hunt- 
ing. These companies, rather, finance or 
control several subsidiary companies that 
have franchises for leading makes of 
burners. 


Burner Emphasis Vital 


Such fueloil firms have rendered to oil- 
heating as an industry outstanding service 
by keeping alive these burner sales com- 
panies through difficult depression and 
wartime years, but on the other hand they 
have accepted a serious responsibility in 
connection with future growth of oilheat- 
ing in their markets. Much depends upon 
the basic personal interests of the individ- 
ual heading such a firm. As long as he 
recognizes that only through burner sales 
can oil volume grow, and that these burn- 
er sales must be at profitable levels to 
avoid squeezing out small burner dealers 
in the market, the industry’s interests are 
well served. But if he is inclined to relax 
in the comfort of his oil volume profits, to 
the neglect of vigorous postwar promotion 
of profitable burner sales, much harm can 
result. 

Typical of the former type, the clear- 
headed realist given to straight thinking 
onthe subject, is Bill Schierholz, president 
of the Fuel Oil Co. of St. Louis and of its 
eight or ten subsidiary burner and oil 
companies. 





“I started as a burner man,” explains 
Schierholz, “‘and I’m still a burner man. 
Burners are the dog and oil is the tail, al- 
though Ill agree that today the animal has 
grown to look more like a peacock.” 

As a wartime economy measure, Schier- 
holz has moved all of the satellite compa- 
nies out to 4470 Duncan Ave., headquar- 
ters of the Fuel Oil Co., but each retains 
its separate management and the plan is 
to again establish them in individual loca- 





4 


W. F. Schierholz 





tions when burner sales open up. Mean- 
while, the ‘““Oilburners” and “Oils, Fuel” 
sections of the local telephone directory 
list ten companies located at 4470. 

The fact that Schierholz retains the cor- 
porate identity of each of these compa- 
nies, with all the attendant headaches of 
Government forms, taxes, etc., for each, 
is good indication that he has in mind a 
future for them. Again, in most of them 
original owners still have part interest and 
they will want to go places after the war. 

Long recognized as an expanding oper- 
ator in the St. Louis market, Schierholz 
has more recently had national recogni- 


37 











tion in the industry as chairman of the 
Business Management Committee of Oil 
Heat Institute’s Distribution Division and 
as a member of the Fueloil Distributors 
Panel of OPA’s Fuel Rationing Division 
at Washington. A man of large physical 
stature, his open-faced manner is boyish 
almost to the point of naivete, but he 
doesn’t miss much. A history of the de- 
velopment of his company will remind 
old-timers of some of their own experi- 
ences in the industry’s early days. 

In the spring of 1922, Millard P. 
Kaiser, Spencer A. Merrell and Schier- 
holz organized the Kaiser-Merrell Sales 
Co. and took the agency for Oil-O-Matic 
burners for the St. Louis area. With Mer- 
rell heading sales a good crop of burners 
soon appeared in prominent St. Louis 
homes. The first snag was not long de- 
ferred, however. 


Early Difficulty 


Oil-O-Matic in its advertising stressed 
the feature that the burner was designed 


to burn 28-30 gravity fueloil, but the local 


oil companies recommended a light dis- 
tillate for these burners, largely because 
other burners required light oil and it 
simplified delivery to sell one grade. 
Something needed to be done and Mer- 
rell talked to a number of his customers 
about forming a fueloil company to mar- 
ket the right oil for Oil-O-Matics, with 
the result that in August 1924 the Fuel 
Oil Co. of St. Louis started with $10,000 
capital, much of it from burner customers. 
The new company set up a bulk plant 
with five 8,000 gallon second-hand tanks, 
a Model T Ford, one International truck 
and 200 customers. Ultra-modern, the 


truck had a hose and hand pump; com- 
petitors were still using buckets. The 
limited facilities made it difficult to oper- 
ate at the start. The company was not 
considered a good credit risk by refiners, 
and its limited capital, mostly tied up in 
bulk plant and trucks, left little to carry 
an inventory and customers’ accounts. 


But the customers were loyal and when 
money was needed a series of telephone 
calls always brought checks in the next 
morning’s mail. 

Soon after the company started, Schier- 
holz was elected president and assumed 
active management (he originally gave it 
financial help and part time attention, 
having a small machinery business on the 
South side of town). George Fliehman, 
the company’s first employee and now its 
vice-president, was the entire delivery de- 
partment, the accounting department and 
general handy man. 

By the Summer of 1925 the capital had 
been increased to $20,000, the plant ca- 
pacity raised to 125,000 gallons and the 
list of customers more than doubled. More 
trucks were hired from operators who 
used them only in the Summer in other 
work, and during the winter with tanks 
strapped on they delivered fueloil. 


Insurance by Expansion 


The business in the second winter was 
three times that of the first so the company 
was still short of capital. Schierholz was 
also concerned about the company’s re- 
sponsibility to a large number of people 
who were now depending upon it for an 
oil supply which could be delivered only 
under most favorable conditions. In other 
words, a protracted spell of cold weather 





1926 Truck Fleet of the Fuel Oil Co. of St. Louis, the first in the city to use oil hose. 
Pumping was by hand. Today the Company operates 40 trucks. 
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or transportation or refining delays could 
greatly upset the possibility of getting oil 
to the burners when needed. It was deter- 
mined that operating one bulk plant was 
hazardous—a fire or storm might put the 
plant out of operation just when the hea:- 
ing load was heaviest. This is not often a 
consideration today because with all com- 
panies selling the same oil it would te 
possible to borrow or buy from a com: 
petitor, but at that time only the one coni- 
pany was stocking and delivering oil of 
the heavier grade for these Oil-O-Matic 
burners. An expansion program was un- 
dertaken. Capital was increased to $150, 
000, a new plant site of six acres centrally 
located in the better residential district of 
St. Louis County was bought and storage 
facilities of two million gallons were pro- 


vided. 
Invited Equipment Men 


After this expansion, the company set 
about offering its services to other oil 
burner dealers. Since‘then additional fuel- 
oil bulk plants have been built in the ex: 
treme northern and southern parts of the 
city and one in East St. Louis, Illinois. 

Merrell had found it a big help in sell- 
ing to offer not only burners but burner 
service and proper fueloil as one undivided 
responsibility to the homeowner. Mr. 
Horace Beck, the Hart Oilburner distribu- 


tor in St. Louis had joined forces with the § 


new oil company soon after it started. 

Schierholz then approached other oil- 
burner dealers. The Marsden Co., dis 
tributors for Nokol, and the Fuel Oil 
Company of St. Louis organized a jointly 
owned subsidiary called the Becker-Mars: 
den Oil Co. 

Then Schroeder and Curry, Inc., dis 
tributors of the Ray Oil Burner, came in 
with the Fuel Oil Company of St. Louis. 
At a later date, the Automatic Appliance 
Corp., distributors of Timken Silent 
Automatic Oil Burners, worked with the 
Fuel Oil Company in the organization of 
a jointly owned oil distribution company 
caled Domestic Burning Oil Company. 

When Electrol Inc. moved its factory 
from St. Louis to Clifton, N. J., its former 
president, W. T. Koken, continued opera’ 
tion of the Electrol Co. of Missouri as 4 
burner sales and service company. In order 
to supply a direct oil source for Electrol 
accounts, Koken and Schierholz incorpo 
rated the Electrol Fuel Oil Company. 

These various subsidiaries were jointly 
owned by the burner agencies and the 
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Fue! Oil Company of St. Louis, making it 
possible for the burner companies to share 
in the profits of the fueloil business they 
were creating. 

During the depression years in the early 
thirties some of the oilburner distributors 
found themselves in financial difficulties. 
With competition forcing down burner 
prices and with the local gas companies 
starting strong home-heating campaigns, 


was not difficult to bring about, because 
of the close financial relationships. While 
each service organization maintained its 
own identity to the public, men and fa- 
cilities were pooled at the head office of 
the oil company. 

Most of the salesmen in the oilburner 
organizations went into defense plants 
and other war-connected activities. How- 
ever, the nucleus of a sales organization 





One of Schierholz’ four neighborhood bulk plants. 


burner sales were at an unprofitable level. 
The Fuel Oil Company of St. Louis found 
it necessary to supply capital to keep these 
oilburner agencies alive. Stokers had also 
taken root in St. Louis County, their sales 
stimulated by low-priced southern Illinois 
fuel. New installations of burners in St. 
Louis continued on the down-grade until 
around 1940 when vigorous cooperative 
promotion by the remaining burner com- 
panies and the oil companies turned the 
tide. The up-trend was continuing favor- 
ably until the war stopped new installa- 
tions, 

The war brought fresh problems. As in 
all other cities, good burner service men 
went to war or to high-paid war indus- 
tries. It was hard for each of the burner 
companies afhliated with the Fuel Oil 
Company to maintain separate service or- 
Yanizations, so their activities were con- 
solidated into a single service unit, which 
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has been retained for each burner, and 
prospects or customers of each particular 
burner organization can call in on a sepa- 
rate telephone number. When burners are 
again available in volume and their in- 
stallation unrestricted, these and 
what is left of their service organizations 
will disperse about the city and resume 
competitive activity. 

Perhaps the story of Schierholz and his 
company is a pattern for what others 
similarly situated plan to do. Clearly, with 
the strong financial support inherent in 
such an oil company, burner sales affiliates 
should be able to do a highly creditable 
job when they again get the green light. 
Moreover, competitive cooperation for the 
benefit of the industry in St. Louis, par- 
ticularly in its postwar battle with gas, 
should be expedited by having one group 
of eight or ten companies able to think 


men 


and act as a unit. 





North Jersey Kerosene 
Prices Spelled Out 


IN AMENDMENT 14 to MPR 838, the Office 
of Price Administration has included new 
specific prices for kerosene in eight north- 
ern New Jersey counties. These are: 


State of New Jersey. In the State of New 
Jersey, at points designated below, maximum 
prices shall be as follows: 

Par kerosene, No. 1 fuel oil, range or stove 
Ol: 


WHOLESALE F. O. B. 


[All prices in cents per gallon} 
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For delivery within: 


Union County ........-%... 10.0 10.5 12.0 
Middlesex County ........ 10.0 | 10.5 12.0 
Essex County ............| 10.0} 16:5 12.0 
Excepting: | 
Towns of Caldwell, Essex! 10.5 | 11.0 12.5 
Fells, West Caldwell, | | 
North Caldwell, Rose- 
land, Livingston, Ver-| 
ona, West Orange and) 
Caldwell Township. | | | 
Hudson: Codnty .......i.%. { 10.0 | 10.5 | 12.0 
Bergen County .......... 10.0 | 10.5 12.0 
Varase Comey. oo 07d a5 10.0 | 10.5 12.0 
Morris County .... 2.5.25. 10.5 | 11.0 | 12.5 
SUE COUMEY: Senne es | 10.5 | 11.0 | 12.5 


' Excepting truck deliveries in containers in q anti- 
ties of 5 gallons or less within Morris and Sussex Coun- 
ties where the maximum price for such deliveries shail 


be 14.5 cents per gallon. 


Edward F. Friend of the Boston office 
of the Petroleum Administration for War 
died suddenly on August 2. Before join- 
ing P.A.W. he was the Ray Oil Burner 
distributor for Hartford. 
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Principles of Electric Relays 


Room Thermostats and Relays Must Match 


by 
J. W. Schulz 


ee. TROUBLE IS HIGH on the list of 
the electrical causes of no-heat calls. 
Therefore an understanding of electric re- 
lays is imperative to the man who services 
burners. A variety of relays is used in the 
field of heating, and the expert should be 
able to study out and understand the parts 
of any he encounters. 

If he aims to be accurate and precise, a 
serviceman cannot define a relay as a 
gadget used to permit a low voltage room 
thermostat to start and stop a 110-volt 
motor. Although that is the most popular 
application of relays in the field of do- 
mestic oil heating, there are additional 
important applications. Servicemen who 
work on commercial and_ industrial 
oil burners, and in the field of air condi- 
tioning, encounter some of these addi- 
tional uses for relays. 

Also, if he tries to be precise, a service- 
man cannot use the term “relay” for the 
entire control unit which is mounted on 
the smokepipe of a typical pressure burn- 
er installation. True, such a stack-mounted 
control does include a relay to start and 
stop the burner motor. The relay is, how- 
ever, but one part of the control. Addi- 
tional parts serve functions that cannot 
be served by a relay alone. 

Diag. 1 shows a simple relay. The coil in 
this might be good for, say, six volts, or 
20, 110, or 220 volts. Assume that it is 

















wound for 110 volts. Then, connecting 
110 volts across terminals 1 and 2 will 
cause the armature to snap toward the 
coil, and will close the contacts which are 
connected to terminals 3 and 4. When the 
flow of current through the coil is stopped, 
the armature swings to the left because 
of the influence of its own weight or be- 
cause a spring tugs it, and the contacts 
connected to posts 3 and 4 open. 


Relay Uses 


This is a simple relay, complete in itself. 
What can it be used for? It is used to per- 
mit a control or switch of relatively low 
current handling capacity (the coil con- 
nected to this control may draw less than 
five watts) to turn off and on the current 
to a device or load which takes consider- 
able current. Suppose, for example, that 
we desire to use an extremely sensitive 
110 volt thermostat, capable of handling 
only 1/10 ampere, to start and stop a 
motor that takes eight amperes to start. 
A relay of this type could be used. An- 
other example: This relay could be used 
to permit an ordinary control of the 110 
volt type to turn on and off the current 
for a large bank of electric air heaters, or 
a heavy load made up of electric oil pre- 
heaters. The contacts connected to termi- 
nals 3 and 4 must have sufficient capacity 
for the load connected to them, of course. 
One relay of the type shown in Diag. 1 
may be capable of starting and stopping a 
V4 horsepower repulsion-induction motor, 
but if you want it for a special reason you 
can buy a relay which has load-handling 
ability sufficient for a one horsepower, or 
even larger, repulsion-induction motor. 

There are variations of this type of re- 
lay. In Diag. 1 the contacts are “normally 
open”; when no current flows through the 
solenoid coil, the contacts are open. You 
can obtain relays which are “normally 
closed.” In these, a flow of current through 
the coil causes the contacts to open, and 
no current through the coil causes the con- 
tacts to close. Also, you can buy relays 
which have several sets of contacts for use, 
for example, in starting three-wire and 


four-wire motors. Instead of having just 
one set of contacts, such a relay woud 
have, for example, three sets of contacts 
mounted side-by-side, one to be connected 
in each wire that goes to a three-wire 
motor. 

Then, connecting together (using a 
simple switch or a control) just the two 
wires of the “pilot circuit” may start a 
15 horsepower polyphase motor. Acd 
overload protection devices to such a relay 
and you have a standard motor starter. 
The catalogues of relay manufacturers 
show additional variations, relays which 
have one or more contacts “normally 
open” and other contacts “normally 
closed,” delayed action relays, and still 
other models for special applications. 


Wiring Detail 


Diags. 2, 3, and 4 show possible wiring 
arrangements for the relay shown in Diag. 
1. The solenoid coil is labelled S.C. in 
these, and the load-carrying contacts are 
labelled L.C.C. Simply bear in mind in 
studying these diagrams that applying 
current to the solenoid coil causes the 
load-carrying contacts to close. Diag. 2 
shows how you could wire, on a job, a re: 
lay that comes to you connected to ter- 
minals according to the pattern of Diag. 
1. Diag. 3 shows a relay fitted by the man- 
ufacturer with easily identified terminals 
labelled “Line” (or “Input”), “Pilot” (or 
“Control”) circuit, and “Motor” (or 
“Load”). Diag. 4 shows the wiring that 
might be used by a man who knows that 
one leg of the motor must be grounded to 
begin with, while the other leg must be 
connected through the relay contacts. The 
man knows also that the switch or control 
obtains a live leg from the line, and feeds 
this to the solenoid coil which, of course, 
must then be connected to ground to com- 
plete the pilot circuit. 

The relays discussed thus far, and 
shown in Diags. 1, 2, 3, and 4, employ 
“line voltage” for the control or pilot cir 
cuits. With 110-volts used for the motor 
or load, the control circuit would be 11'- 
volts. If BX cable and conduit were used 
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on the job for the feed lines and motor 
circuits, BX and conduit would be used 
for the pilot circuit which runs to the 
switch or control that starts and stops the 
motor. With these relays, low-voltage con- 
tro's and low-voltage control circuit wir- 
iny cannot be used. 

Where they face the assignment of 
starting and stopping a hot water circula- 
tor motor, for example, by the action of a 
room thermostat, most oil heating equip- 
ment men would rather use a low-voltage 
room thermostat than a 110-volt room 
thermostat. There are exceptions to this 
among these men, to be sure, yet the 
overall preference for the low-voltage 
thermostat exists without a doubt. Among 
the reasons for this preference are: 


1. The cost of a low-voltage line from 
the room thermostat to the basement is less 
than the cost of a 110-volt line. Low-volt- 
age cable costs less than BX cable and the 
fittings needed with it, and takes less time 
to install. 

2. General low-voltage cable is easier 
to conceal than BX cable. On some jobs it 
can be installed in locations where BX 
cable cannot be run because it is larger. 

3. Dealers using low-voltage room 
thermostats found that they came in a va- 
riety of small, attractive models. Some 
dealers switched to these, in bygone years, 
from the larger 110-volt thermostats 
which their customers objected to. 


4. Early in the history of oil heating, 
low-voltage room thermostats came in 
sensitive, low-differential models. The 
low-capacity, light switches in these could 
be thrown by actions which were small 
yet sufficiently sensitive for close control. 
Many dealers are still of the opinion that 
for closest control over room tempera- 
tures low-voltage instruments should be 
used 

5. Control manufacturers developed a 
number of attractive models for automatic 
control of day-night temperatures, and 
these were mainly of the low-voltage type. 
The popular method of providing auto- 
matic lowering of the house temperatures 
at night is to install a clock type low-volt- 
age room thermostat. 

Diag 5 shows a relay which may be used 
to permit a two-wire low-voltage room 
thermostat to start and stop a motor, per- 
haps the motor of a hot water circulator. 
This is different from the relay in Diag. 1 
in that it contains a 110 to 20 volt trans- 
former, which is similar to the well-known 
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bell transformer. The solenoid coil of the 
relay is wound, naturally, for 20-volts. 
Different voltages for the low-voltage cir- 
cuits are used by different manufacturers. 
Six-volts might be used, for example, in- 
stead of 20-volts, but generally the voltage 
of the low-voltage circuit runs near the 
higher limit of this range. The exact volt- 
age of this circuit is not too important, for 
it is sufficient that the coil winding match 
the transformer voltage, and actually this 
match need not be exact as long as the coil 
is sufficiently powerful to do its work and 
does not overheat when current flows 
through it continuously. In field service 
work, 16-volt transformers have been re- 
placed successfully by 20-volt transform- 
ers and vice versa, and equally good re- 
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sults have come with the use of short pilot 
circuits that give negligible voltage drop, 
and pilot circuits upwards of 150 ft. long 
that give appreciable voltage drop. 
There are several kinds of low-voltage 
room thermostats. Which can be used with 
a relay of the type shown in Diag. 5? The 
answer to this comes in a study of Diags. 
6 and 7. The simple room thermostat ac- 
tion shown in Diag. 6 consists of a bimetal 
strip anchored at the top to the base of 
the instrument, a set of contacts that close 
when this strip warps because its tempera- 
ture drops, and a set of contacts connected 
to terminals 1 and 2. The basic idea is, 
then, that the contacts shown in Diag. 6 
will close when the room temperature 
drops. Yet this “thermostat” is not suit- 
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Diag. 5 


able for use with the relay shown in 
Diag. 5. 

The reason for this is that on a drop 
in room temperature, the contacts will 
gradually. come closer and closer to- 
gether until they are, say, 1/100 of an 
inch apart. At this point, the contacts 
will open and close the control circuit 
rapidly if the thermostat is affected by 
the vibration of the wall on which the 
thermostat is mounted. The result will 
be “chattering” of the relay to which the 
thermostat is connected, abuse of the 
motor the relay controls, and all-round 
unsatisfactory operation of the equip- 
ment. Vibration that can cause this may 
come from someone walking through the 
house, from the closing of a door near 
the thermostat, from outside wind, or 
from a truck: or automobile speeding by 
the house. Even if vibration could be 
eliminated, the operation would not be 
good, for additional chilling of the room 
thermostat, as the room temperature 
dropped gradually, would close the 
1/100” gap slowly and cause pronounced 
arcing of the contacts. 


To make this thermostat practical for 
use with the relay shown in Diag. 5, a 
dedent magnet may be added. This would 
give the instrument shown in Diag. 7. 
The principle here is to have the magnet 
snap the points together when, as the 
thermostat chills and tends to close its 
circuit, these points come as close together 
as, say 1/32”. Because the magnet causes 
the contacts to close with a snap, and later 
to open with a snap, this can be termed a 
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“snap-acting” room thermostat. The snap 
on opening is the result of the building 
up of a certain amount of tension in the 
bimetal strip before the inclination of this 
strip to open the contacts becomes great 
enough to tear the strip away from the 


magnet. If 1/32” is the critical distance 
between the contacts, they will-be closed 
at any moment when the bimetal strip 
tends to place them closer together than 
1/32", 

The two-wire controls used regular!y 
in oil heating work are all of the snay 
acting type. Their contacts are definitely 
open or definitely closed. The snap action 
feature may be obtained through use of 
a dedent magnet, or a mechanical ar 
rangement may be used to gain it. A tog 
gle arrangement or jackknife action is 
sometimes used. A frequently employed 
method to alter the sensitivity of a con 
trol is to adjust for greater or lesser snap 
action. The minimum snap action that 
can be used without inviting “‘chatter™ 
from the relay gives the maximum sen 
sitivity (the minimum differential prac- 
tical for the particular control). Mercury 
tube switches of the types generally used 
in oil burner controls tend to give a defi- 
nite “open” and “close” action that 
amounts to snap action. When they are 
in their off positions, they can be tipped 

(Continued on page 63) 
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Distribution Uncharted 


Dealers Face Boom with Few Definite Plans 


In the middle future—possibly in 1947 
or 1948—-oilheating sales are expected to 
go well over 600,000 units, or nearly twice 
the annual volume the industry ever has 
sold before. Present retail outlets will be 
totally incapable of selling, installing and 
servicing this volume of equipment, and 
there is serious doubt in some quarters that 
an adequate dealer organization can be set 
up, equipped and trained before the boom 
arrives. 

Present dealer plans and activities be- 
come significant in view of the expected 
shortage of first class outlets. Investigation 
fails to reveal any serious dealer plans to 
meet the market expansion. 


ee dealers are not sitting on 
their hands these days, but for all the ac- 
tion that is being taken to prepare for ex- 
pected boom days immediately ahead, 
most of them might as well be out of busi- 
ness. This statement is made less in criti- 
cism of the average dealer than in sym- 
pathy for his partial bewilderment over 
the hazy view of the future. The average 
dealer can distinguish a rosy glow in the 
sky ahead, but he cannot see clearly the 
road to that objective, so his planning and 
his present activities are confined largely 
to the day-to-day business of survival. A 
few complain and become impatient over 
the situation; a few sit philosophically 
awaiting fate, but most are diligent in 
gathering scraps of inforthation and eco- 
nomic indications that can be pieced to- 
gether to clear their view of the future. 
All need all help possible. 

A series of interviews recently with re- 
tail oilheating men reveals a general op- 
timism about postwar business. They are 
eyeing the piles of applications for recon- 
versions and new burners gathering on the 
desks of government officials, and the po- 
tential orders that are not yet eligible for 
installation. These nascent customers form 
a pool that most dealers are counting on 
for immediate business as soon as restric- 
tions are relaxed, but what’ equipment 
they will have to offer, what manpower 
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they will need, how much training their 
men will require, and what oil they are 
going to have, all are unanswered ques- 
tions that are slowing long-range plans. 

Lack of definite news on new equip- 
ment that is to come on the market is caus- 
ing worry among dealers who expect to 
handle branded lines. They complain 
mildly that manufacturers are not telling 
them enough about what they may expect. 
This silence leads to the gnawing suspicion 
that the manufacturer does not yet know 
what he is going to offer, and that he has 
been lax in his research and development 
work during the war period. Even though 
they cannot now sell the new equipment, 
most dealers express a desire to be let into 
the manufacturer’s confidence, and given 
a chance to anticipate the equipment, 
study its features, and lay plans for sell- 
ing it to their market. 

About three-quarters of the dealers now 
left in business say they are planning to 
sell nationally-known brand lines. The re- 
maining quarter feel that their local names 
and reputations are stronger with their 
customers than the manufacturer can hope 
to be, and that any equipment they sell 
and guarantee will meet a ready accept- 
ance. These outlets are looking for the 
best assembly of standard parts they can 
buy at a reasonably low price, and will 
sell those burners under their own brand 
names. One medium sized eastern dealer 
summed up his desire and hope: “The 
ideal set up would be to get a well-known 
manufacturer to»make a burner for us 
with a label saying, “Made Expressly for 
ABC Sales Company by the XYZ Manu- 
facturing Company.’ ” 

Dealers who demand branded equip- 
ment give a number of reasons for their 
choice. “We built a burner of our own,” 
one dealer explains, “‘and it was a very 
satisfactory job, too. There are a lot of 
them among our customers today, but it 
cost us as much to sell the burner as it did 
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to make it. We want to eliminate all pos- 
sible resistance to sales, and we find that 
we can do it best and cheapest with well- 
known burners.” 

Another dealer is thinking principally 
of unit sales for conversions, replacements 
and new sales. He wants compact and effi- 
cient oilfired boiler and furnace units that 
are engineered and built together; some- 
thing with features that he can sell. Such 
a unit, he believes, comes best from a sub- 
stantial manufacturer who has facilities 
to design and build efficient equipment. 
When asked about assembling units with 
his conversion burner and standard boil- . 
ers and furnaces, he said the difference in 
price was small, and that the sales features 
inherent in complete units more than off- 
set the price spread. He has a line of boil- 
ers that he uses to assemble units when 
necessary, but sells a complete brand name 
unit in preference to the assembled unit. 

Lack of certainty about future equip- 
ment was the chief reason another dealer 
plans to stick to brand lines. “The better- 
known manufacturers will at least be com- 
petitive with each other in the advances 
they make in their equipment,” he ex- 
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plains. “Our manufacturer, though not 
the largest, is progressive, and we have 
confidence that they will give us modern, 
efhcient burners and units that will stack 
up favorably against any other line that 
will be offered locally. We cannot be sure 
of a similar competitive advantage with 
private brand burners that we may make, 
or have made for us. That assurance is 
worth more to us than the difference in 
price we may pay.” 

Efficiency enters often into the conver- 
sations with existing dealers. They are 
conscious of the discussion among their 
customers that has arisen out of the oil 
rationing program, and are certain that 





customers are going to demand maximum 
heat from every gallon of oil when they 
change burners. This leads logically to a 
discussion of complete units and the de- 
mand that is expected, but it also brings 
out thinking on new materials and meth- 
ods of installing conversion burners to get 
“maximum heat from the oil. Some dealers 
expect light-weight metal combustion 
chambers to provide the answer to prob- 
lems of combustion efficiency; something 
that will reach maximum temperature 
quickly and still not store enough heat to 
be inefficient—‘Fast acceleration and 
four wheel brakes,” one dealer explains. 
Most dealers are conscious of the other 
new materials that contribute to better 
burner efficiency, and plan to use them 
regularly in their work. Less than a fifth 
of the dealers interviewed brushed aside 
consideration of efficiency as of no conse- 
quence. These men felt that an abundance 


44 


of fueloil in the postwar period would 
make efficiency secondary to the price of 
the burner or unit, and that the public 
soon would forget to compare fuel bills 
with neighbors. 

Half the dealers now have insulation 
departments, or have arrangements to sell 
for insulating companies. Those who now 
are doing insulation plan to continue the 
department as a permanent part of their 
business, though a few feel that this busi- 
ness will tend to slump after the war; a 
result of the reduced pressure to conserve 
fuel, and the saturation of the ready mar- 
ket. Most dealers expect insulation to be a 
steady and continuing source of revenue, 
and many are planning to sell a complete 
insulating job with each burner installa- 
tion. One dealer is looking upon insulation 
as the answer to gas competition. Since oil 
in the uninsulated house is competitive 
with gas in the insulated house, he ex- 
plains, we can insulate when the burner is 
installed and retain the economic advan- 
tage of oil heat. He feels there can be no 
serious gas competition in his territory 
when the two fuels are given equal oppor- 
tunities. 

Most dealers have used their insulation 
departments to hold together at least a 
skeleton sales force, and a few have been 
successful in keeping their entire sales staff 
working profitably, with the result that 
they expect to be ready to sell oilburners 
and new oil customers as soon as restric- 
tions are relaxed. Such casesare rare, how- 
ever, and most sales forces will have to be 
rebuilt. 


Sales Force Unplanned 


Few dealers have any definite plans for 
rebuilding the sales side of their opera- 
tions. The plan seems to be to let it grow 
as men become available, and prove their 
worth. Less than ten per cent have any 
plans for a sales training program to cre- 
ate new sales talent, though practically all 
are agreed that they do not want a staff of 
commission salesmen. Most admit the 
probability of waste in paying a salary or 
drawing account to men who would like 
to try selling, but they have no schedule 
ready at this time to train new men, afd 
cut the waste of time, effort and money 
the cut-and-try methods’ are likely to 
entail. 

Dealers complain that straight commis- 
sion salesmen are too costly. There is no 
effective control over the average commis- 






sion man, and he is likely to promise more 
than can be delivered in his anxiety to get 
the order. Turning down his order is ex- 
pensive in time, and only serves to send 
him peddling the order to a competitor 
who will take it. So most reputable dealer: 
are planning to pay a salary, plus a com 
mission on business the man creates 
Others plan to pay a straight salary fo: 
equipment sales, and offer a commission 
on oil business the men bring in, whethe: 
from the sale of new equipment or from 
existing oil users. These dealers contend 
that the oil commission is sufficient to en 
courage the men to sell burners. 


Expect Oil Expansion 


Nearly all dealers in the better markets 
now are selling oil, though not all are yet 
delivering in their own trucks. About ten 
per cent now have plans for buying tank 
trucks as soon as they are available, and 
entering the heating oil business. Most of 
the present dealers are satisfied with their 
present arrangements. Those who sell for 
other oil companies feel they are better off 
with their commissions and no delivery 
equipment to operate and maintain. The 
few who still plan to expand into the oil 
business argue that it is the only way they 
can control their expected growth, and be 
sure of proper service to their customers. 
Most of these dealers feel they have suf- 
fered either from discrimination against 
their customers, or have been raided in 
the recent trying years by their suppliers 
They explain that the “you should buy 
direct” plea, whether made by the oil com- 
pany or by one of its ambitious drivers, is 
hard to combat, so they plan closer control 
over the business they create. 


More Bulk Storage 


There also is some planning for the con- 
struction of new bulk plants, or the pur- 
chase of bulk plants among dealers who 
are now picking up oil from others’ plants. 
Here, too, there is some feeling that there 
has been skulduggery during the period 
of oil shortage, and the independent oil 
dealer has lost customers and has been re- 
fused oil, all to the greater benefit of the 
bulk plant operator. These complaints are 
heard less of plants operated by major oil 
companies (“though they are far from 
blameless,” one dealer hastens to explain) 
than from independent bulk operators 
who also have a retail oil business. 

(Continued on page 62) 
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Full factory-cooperation backs the York Heat distributor to 
the hilt. Flexible cooperative advertising, tailor-made to his territory, 
puts a knock-out wallop into the national advertising scheme. 
Purchase is made painless by a streamlined, non-recourse 
financing-plan, which carries purchases of York Heat oil-burning equip- 
ment from factory to customer, without tying-up the distributor’s capital. 
If you have big, two-fisted ideas about your future, and are 
not willing to merely coast on a temporary seller’s market, York Heat 


has a proposition for you. Get it without delay. 
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Petroleum Stocks Decline 
a Third in Three War Years 


THE NATION'S STOCKPILE of essential 
civilian petroleum products has been re- 
duced 32 per cent since August 1941. This 
is revealed in the monthly petroleum sup- 
ply bulletin released by the Petroleum Ad- 
ministration for War. 

Deputy Petroleum Administrator 
Ralph K. Davies explained that stocks of 
industrial fuel oils, heating oils, and civil- 
ian grade motor gasoline totaled 194,- 


000,000 barrels during peacetime 1941. 
“This year, on August 1, these same 
products were reduced to 132,000,000 
barrels,” Mr. Davies said, “with civilian 
gasoline only within 63 per cent of pre- 
war levels, heating oils reduced 12 per 
cent, and industrial fuels declining to 61 
per cent of peacetime levels. With present 
seasonal demands exceeding refinery pro- 
duction, stocks will continue to decline.” 
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Deliveries of civilian grade motor gaso- 
line from refineries and terminals in the 
United States exceeded production durin: 
the period July 1, through August 5, b. 
92,500 barrels daily. Deliveries totaled 1, 
330,200 barrels daily while refinery pro. 
duction totaled 1,237,700 barrels dail; 
Corresponding deliveries during the firs 
half of 1944 averaged 1,243,100 barrel 
daily, or 87,100 barrels daily less tha: 
during the period July through August 5 

Refineries and natural gasoline plant 
in the United States produced a dail; 
average of 1,237,700 barrels of civiliar 
grade motor gasoline during the period 
July 1 through August 5. This represents 
a decrease of 31,400 barrels compared to 
the daily average of 1,269,100 barrels re 
ported for the first six months of 1944. 

This reduction in refinery yields of 
civilian gasoline took place despite the 
fact that average daily crude oil runs to 
still during the last five weeks were 183,- 
000 barrels higher than the daily average 
during the first half of 1944. 
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W.P.B. Limitation Order 
On Fractional HP Motors 


THE WAR PRODUCTION BOARD has moved 
to assure more equitable distribution of 
commercial type electric motors to war 
and essential civilian uses and continued 
its survey to determine when production 
facilities for such motors will be available 
to make them for civilian electrical appli- 
ances. 

Users of these motors will be required 
in a quarterly report to WPB to state their 
past usage and what motors they require 
for future production. This will be com- 
pared with approved production sched- 
ules for motor using equipment so that 
essential uses can be provided for. Ex- 
perience has demonstrated that duplicate 
orders for electric motors have been placed 
from time to time and it is expected, 
through the use of the reporting device, 
that WPB will be able to eliminate such 
duplicate orders from motor manufactur- 
ers’ backlogs, officials said. 

The new rules, which are contained in 
Limitation Order L-341, stipulate that 
persons using more than 450 fractional 
horsepower motors or 75 single phase in- 
tegral horsepower motors per quarter will 
not be permitted to accept delivery of 
motors if they have not filed reports on 
their requirements. 
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WITH ANY KIND OF 
RADIATION 


FORCED HOT WATER 
DOES THE JOB BEST 


The beauty of the B&G Forced Hot Water System is that it pro- 
duces the same smoothly modulated, uniform heating, regardless of 
the kind of radiation. With either convectors, cast-iron radiators, 
unit heaters or panels, you get an accurate control of the heat 
supply which keeps room temperature at the desired degree. 

You can install different types of heating units in the same build- 
ing, if the functions of various departments make it desirable. 
Observance of a few simple rules and proper zoning permit you 
to do so, with the assurance that you have solved the heating 
problem in a manner which will give the greatest satisfaction. 
Put B&G Forced Hot Water in a low-cost cottage or in a housing 
project covering acres—with the certainty that more comfort will 
be achieved on less fuel. 

Simple equipment, greater fuel economy, adaptability to zoning, 
easy designing, and the superior control qualities of mechanically 
circulated water are the reasons why the B&G Forced Hot Water 
System is today’s preferred heating method. How to design and 
install it are fully explained in the B&G Handbook. Send for your 
copy today. 











CONVECTORS 





To aid the Fuel Con- 
servation Program, 
the War Production Board has released 

Forced Hot Water Heating equipment for modernizing work. 
This is in recognition of the fact that systems which depend on 
gravity circulation are fuel wasters. 

We hardly need point out the huge market this release of ma- 
terial opens up. It’s time to dig up your list of prospects and get 
back in the heating business. 


AND DON’T FORGET 
YEAR "ROUND HOT WATER! 


Forced circulation permits use of the heat- 
ing boiler to heat domestic water also— 
not only in winter but in summer as well. 
No separately fired heater required. This 
is the economy way to heat water for 
kitchen, laundry and bath—the conven- ak, oe = 
ient way to have an inexhaustible supply PANEL HEATING — coils in floor 
on hand 24 hours a day. 


B:G MONGELS SYSTEM 


BELL & GOSSETT CO., MORTON GROVE, ILLINOIS 
° 
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PANEL HEATING — coils in ceiling 








Canadian Licensee: S. A. Armstrong, Lid., 115 Dupont St., Toronto 














New Domestic Oilburners 
Due In Fourth Quarter 


MATERIALS FOR THE MANUFACTURE of 
about 30,000 new domestic oilburners in 
the fourth quarter have been allocated for 
the industry according to reports, though 
the amendment authorizing the new pro- 
duction has not yet been signed. It is ex- 
pected the formal authorization for new 
burner production will be announced in 
early September, and that the allowed 
quantity will be about 30,000 burners per 
quarter. 

Some misunderstanding arose in the in- 
dustry during early August when a 
blanket order revised existing L and M 
limitation orders to allow production of 
civilian goods when necessary. This gen- 
ecal revision (Priorities Regulation No. 
25) was believed by many to remove the 
restrictions on the manufacture of heat- 
ing equipment, but actually only provided 
machinery to apply for permission to 
manufacture where labor and materials 
are available. Applications under No. 25 
must be made on Forms WPB 4000 and 
WPB 3820. It is still necessary for an in- 
dustry to prove its need for materials, get 
those materials set aside by the Office of 
Civilian Requirements, and allocated to 
the individual manufacturers by the in- 
dustry branches of WPB, as now is being 
done in the case of oilburners. There is 
no general relaxation of the WPB limita- 
tion orders, but only revisions of individ- 
ual orders. L-74 has been amended to 
comply with Regulation 25 provisions. 

With the expected additional amend- 
ment to order L-74, oilburner manufac- 
turers will be in position to apply for per- 
mission and materials to build burners. 
The application must be made on Form 
CMP 4B, and no manufacturer will be 
allowed to manufacture until his applica- 
tion has been approved. Copies of CMP 
4B can be obtained from WPB field of- 
fices, but the completed forms should be 
filed with the Plumbing and Heating Divi- 
sion of WPB at Washington. 

The decision on who is to make the 
allowed quantity of oilburners rests with 
the manufacturers and with WPB’s 
Plumbing and Heating Division. Manu- 
facturers wishing to produce domestic 
burners must file their CMP 4B forms 
with WPB and get approval for the quan- 
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tity they need. These burners must be 
made and sold at ceiling prices, or the 
price at which the particular model sold 
to the same class of purchaser in March, 
1942. There is no possibility at present 
that the industry will be granted any 
blanket price increase for its burners, 
though OPA has outlined a set of condi- 
tions under which individual manufac- 
turers may apply for increases in their 
ceiling prices. In general the present pol- 
icy allows only increases in the ceiling 
price to cover the actual cost of produc- 
tion and shipping, where present ceilings 
do not cover these costs. Adjustments 
that can be granted are limited to the 
lowest applicable amount among the fol- 
lowing: 

(1) An amount sufficient to cover the 
unit manufacturing cost plus packing cost 
and shipping cost where delivered prices 
are quoted or freight allowed or equalized, 
if the manufacturer's entire operation is 
profitable. 

(2) An amount sufficient to cover the 
manufacturer's total unit cost to make 
and sell the article if his entire operation 
is being conducted at a loss or will be 
within ninety days. 

(3) An amount equivalent to the pre- 
vailing market level of the maximum 
prices of similar articles to the same class 
of purchasers, manufactured by compet- 
ing firms. 


Price Help Consideration 

Commenting on OPA’s general policy 
with regard to pricing, Price Administra- 
tor Chester Bowles says, “In deciding the 
amount of increase, if any, above the old 
ceiling price which is needed by a manu- 
facturer who is reconverting, we will take 
into account increased wage rates and in- 
creased prices of materials. In the case 
of companies which continue to have war 
business or other civilian business we will 
also consider, as has been our standard 
practice in adjustment cases, the general 
financial position of the concern. We will 
decentralize the adjustments of these 
prices to our district and regional offices 
as far as possible. 

‘In adjusting these prices we must also 
take into consideration the decrease in 
unit costs resulting from technological ad- 


vances and a high level of output,” Mr. 
Bowles continued. “The production 
‘know-how’ we acquired during the war 
is going to stand us in very good stead.” 
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OHI Cancels Semiannual 
Meeting At Chicago 


AT THE REQUEST OF THE Office of De 
fense Transportation the semi-annual! 
meeting of Oil Heat Institute has been 
cancelled. Plans which were being mad¢ 
for a meeting of the three OHI divisions 
at Chicago in October have been aban 
doned in order to save transportation and 
hotel facilities, though the regular quart- 
erly directors’ meeting will be held as 
scheduled. Original plans called for a 
meeting of the Manufacturers Division, 
Accessory Division and the Distribution 
Division with regular meetings of all the 
committees, the semi-annual meeting of 
the Institute, and a dinner. There has 
been no announcement of plans for the 
annual meeting usually held in March. 


} 
A.P.I. Defers Annual Meeting 


AMERICAN PETROLEUM INSTITUTE, sched- 
uled to hold its 25th annual meeting at 
Chicago’s Stevens Hotel, November 13- 
16, has announced that the meeting is in- 
definitely deferred in line with a request 
from J. M. Johnson, Director of the Of- 
fice of Defense Transportation. Johnson 
pointed out that all such gatherings should 
be cancelled in view of the added strain 
placed upon transportation facilities by 
returning war casualties being moved to 
inland hospitals for rehabilitation. 


© 
Vass to Cairo for UNRRA 


LAURENCE C. VASS, who recently resigned 
as chief of the Fuel Oil Rationing Branch 
of the Fuel Rationing Div., OPA, has 
accepted an appointment to leave soon 
for Cairo, Egypt, to institute the planning 
and direction of fuel rationing for the 
Balkans, under the auspices of the United 
Nations Relief and Rehabilitation Ad- 
ministration. Since leaving the Rationing 
Div. in April, Vass has been engaged in 
a writing assignment for OPA and the 
Bureau of the Budget, relating the his 
tory and development of fuel rationing, 
in collaboration with Joel Dean, forme: 
Rationing Div. Director. 
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For deliveries into elevated tanks. 


com With Less Effort 






FAST SERVICE 















In Less Time 


Existing tank trucks on rural routes can be readily converted into fast 
accurate Metered Delivery equipment by installing a Brodie Meter 
in combination with a Pump. Contrasted to hand bucketng methods 
employed in manual deliveries, Brodie Metered deliveries permit 
gallonage transfers to be made in 1/5 the time. One truck and one 
operator can therefore easily do the work of two. Overfilling, spill- 
age, losses and errors are eliminated. More deliveries per truck result 
in a much lower cost per gallon. For complete details write for Rural 


Delivery Bulletin No. 200 today. 











RALPH N. BRODIE CO., INC. 
453 61ST STREET OAKLAND 8, CALIFORNIA, U.S. A. 
CABLE ADDRESS: "BRODICO” 


REPRESENTATIVES AND STOCKS IN ALL PRINCIPAL CITIES 


fue/oil 
é o// heat 











Division Offices: CHRYSLER BLDG., NEW YORK, N. Y. 
59 E. VAN BUREN, CHICAGO « 302 SOUTH PEARL 
STREET, DALLAS, TEXAS 




















M-H Control Exhibit in 
Rockefeller Center Bank 
PERSONALLY CONTROLLED heating for 


postwar apartment house dwellers, 
through a new heating control system, 





Studying the personalized control exhibit 
is Leo J. Sheridan, for three years presi- 
dent of the National Assn. of Building 
Owners and Managers. 
went on exhibit August 9 in the Rocke- 
feller Center office of the East River Sav- 
ings Bank, New York. The controls are 
demonstrated with the aid of a model, 
typical apartment house. 

Introducing independent control for 
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have discussed combatting gas competition. 


This is an interesting example of a prewar billboard in St. Louis by Shell Oil Co. to 


assist the local oilheating industry. 

each apartment in multiple buildings, the 
new system is a Minneapolis-Honeywell 
product. Other similar exhibits will be 
held throughout the country. 
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Timken Conducts Seven 
Service Training Clinics 


STARTING JULY 31 at Chicago and end- 
ing September 12 in Baltimore, Timken- 
Silent Automatic Div. is conducting seven 


coe ereeo ree eee eee eee eee eee eee eee ee eee 


two-day service training clinics for dealers 
and their service men. The other five clinic 
cities are Detroit, Philadelphia, Syracuse, 
New York and Boston. Attendance is re- 
ported nearly double expectations. 

Cut-away models of new features of 
coming equipment are of strong interest 
to the clinic students, although they are 
secondary to the purpose of the clinics, 
which is to conduct a refresher course on 
more intricate technical subjects proposed 
in advance by the dealers. 








Timken service training clinic at Boston, August 21-22, with 120 attending. 
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AK PROOFING 


| “X"FLUSH - RUSTOFF 














Today's boilers have a big wartime responsibility! They 
MUST keep heating plants going this winter without 
let-up or break-down! Moreover, acute shortages of 
fuel oil will demand maximum efficiency from present 
systems. 


You can guarantee this heating plant efficiency and 
vital fuel economy for your customers by suggesting an 
"X" FLUSH & RUSTOFF treatment now ... it keeps old 
boilers, clean and healthy for their important wartime 
jobs. When leaks occur, use "X" BOILER LIQUID of 
course... ''X"' has been repairing old boilers and con- 
tinuing them in active service since 1916. 


+ Fe Ne 
"X" FLUSH & RUSTOFF ° "X" LIQUID 


“X" PIPECUT OIL 
“X' PIPEJOIN 


““X” LABORATORIES, inc. 25 WEST 45th ST., NEW YORK 
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Q. The addition of eight factory type unit 
heaters to the load carried by a commer- 
cial boiler makes it impossible for the pres- 
sure type burner which fires the boiler to 
raise steam pressure in cold weather. The 
firebox is 26” wide, 32” long. The air 
damper on the burner is wide open and 
the maximum chimney draft is being used. 
Firing 11 gph, we get a trace of chimney 
smoke, and attempts to fire harder lead to 
a heavy, black smoke. 

It seems that by firing about 14 gph we 
could carry the increased load. Extra air 
will be needed, however. Please give us 
ideas on how to introduce the extra air 
into the firebox for high efficiencies, and 
on firebox dimensions for 14 gph. 

J.A.R., Bristol, Conn. 


Top 














A. Partly because you are concerned over 
arriving at high efficiencies, we suggest 
that you install a new burner which is 
rated at more than 14 gph, instead of ar- 
ranging for the old burner to give the 
larger fire. However, the accompanying 
diagram indicates how the old burner may 
be fitted with a firebox for 14 gph. The 
new firebox should be 30” wide and 45” 
long. Auxiliary air may be fed under the 
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front of the firebox floor as the drawing 
shows. For startout, plan for an auxiliary 
air passage with 50 sq. in. of area at every 
point, from the rectangular air intake lo- 
cated under the gun tube to the openings 
in the firebox floor. That is, the opening 
under the gun tube should be about 4/2” 
high and 12” wide, and the six air slots 
shown in the firebox floor should have a 
sum-total area of about 50 sq. in. Provide 
an adjustable damper for the intake port 
so that you can tune the burner and ar- 
rive at the needed amount of auxiliary 
air. If the installation lacks a good draft 
regulator, you'd better install one, for ex- 
cellent control of the draft is needed es- 
pecially for installations on which auxili- 
ary air, by natural draft, is used. 
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Q. This diagram shows a 200 gallon hot 
water tank connected to a steam heating 
boiler which heats it in winter. In summer 
the water is heated by a pot stove fired by 
another oil burner which uses light oil. 
Since it was installed seven years ago, the 
indirect water heater has been more and 
more unsatisfactory. Last winter it did not 
provide enough hot water and the pot 
stove had to be used along with it. We are 
sure the indirect water heater is large 
enough because it provided an abundance 
of hot water the first year it was used; we 
judge that then it could heat three times 
as much water as was used in the building. 
Only two sections of the eight-section 
cast-iron steam boiler are connected to the 
heater, as the drawing shows. Will it help 
to make a header and connect four of the 
boiler sections to the water heater? 
F.C.T., Boston. 












































A. What you describe may be the answer 
to the problem. It probably is, if, with 
the boiler steaming, the shell of the water 
heater feels considerably cooler than the 
boiler. You should be able to check on 
this easily. 

There are good indications, however, 
that the trouble lies in another direction. 
Your sketch shows no clean-out valves for 
taking rust and sediment from the coil «f 
the indirect water heater, and after seven 
years it is quite certain than this coil needs 
a good cleaning. We suggest that you in- 
stall gate valves C and D, which we show 
in our new sketch, and between them the 
draw-off cock E. Use full city water pres- 
sure to flush out the heater coil by closiny 
valve D and opening E wide (connect a 
hose line or drain pipe to E). Then, to 
flush out the rest of the circulating line 
between the tank and the heater, close C 
and open E wide. Flush out until the 
water runs freely and clear. Have some 


- one in the building make proper use of 


this valve layout once a month, in winter, 
after that. 

You show the line from the top of the 
water heater connected to an opening 
halfway up the side of the tank (connec 
tion A in the drawing). With the heater 
so connected, half the water in the tank 
must be heated, after the tank goes cold, 
before hot water comes from the faucets. 
You can improve on this by installing the 
pipe shown by dotted lines in the draw- 
ing, and plugging opening A in the tank. 
At B is a tee properly installed in the hot 
water line to the fixtures. The connection 
between this tee and the tank should be 
one pipe size larger than the lines between 
the indirect water heater and the tank. 
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Big Postwar 
QO pportu nities 


for Sales-Minded Heating Dealers 





EN who are given credit for knowing 

what they are talking about, say that 
home building on a vast scale is number one 
on the list of postwar projects most urgently 
needed. Some of these practical individuals 
put the number as high as *900,000 individual 
homes to be built in the early years following 
the war. 


How Dealers Can Profit 


Every one of these thousands of homes, except 
in a few favored localities, will require a heat- 
ing plant. And you will want to tie up with a 
long-established, well-rated, nationally-known 
manufacturer who has a reputation for quality 
products and fair business policy. Of course, 
no long-established oil burner manufacturer 
like Fluid Heat is promising home heating 
miracles by sunset on V-Day. What Fluid 
Heat does promise is this: Fluid Heat’s valu- 
able wartime experience in the design and 
construction of aircraft and truck heaters, 
together with its sixteen years of pioneering 


in the development and manufacture of auto- 
matic combustion and heat transfer equip- 
ment, will be used to make Fluid Heat 
domestic heaters an even better “buy” than 
in the past—and an even more profitable 


line for dealers to handle. 


Get in on the Ground Floor 


If you are interested in a source of sure-selling 
heaters, put out by a long-established leader 
in the heating field, contact Fluid Heat. We 
will make you no extravagant promises, nor 
will we put you under any obligation. What 
we will do is keep you in mind in regard to 
our postwar distribution—and keep you in- 
formed on developments as they come along. 
Why not be among the first in your vicinity 
to file your name with Fluid Heat? It’s going 
to be, even more than in the past, a good line 
to handle, and you lose nothing by stepping 
in on the ground floor. Write today to Fluid 
Heat Division, Anchor Post Fence Company, 
6709 Eastern Ave., Baltimore 24, Maryland. 


*Producers’ Council estimate of the annual postwar residential market. 


ztluid heats 


PRODUCTS 





"World’s Economy Champion’’ 


A PRODUCT OF THE ANCHOR POST FENCE COMPANY, BALTIMORE, MD. 
ESTABLISHED 1892 
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Fuel Oil 


§ Rationing 


...and the Future of Oil as a Fuel 


opay the Fuel Oil Industry stands high in public 
D ceictec: 82 per cent of fuel oil consumers, according 
to a comprehensive survey, believe Fuel Oil Rationing 
has been well handled, which means we must have done 


our part well. 


But an analysis of public opinion also shows that many 
people believe that the war in Europe will soon end, and 
that further rationing will not be needed. 


We all hope this will be the case. But our industry 
cannot afford to bet our business good-will and reputa- 


tion on it. 


The Military High Command does not know when 
the war will end. So it’s just good business judgment for 
us to plan as the High Command does on a war of un- 
certain and unpredictable date of conclusion. We must 
plan as they do that the war will continue. And even 
though the war in Europe ends tomorrow, we still have 
a vast naval, air and amphibious war to fight in the 
Pacific. That fight is far from over and will require ever- 


increasing amounts of petroleum products. 


Our industry may face another very tight civilian fuel 
oil supply situation. Then, again, effective rationing will 


be important to all of us as an industry. For, obviously, 


’ 


our business will suffer if consumers suffer. We will be 


blamed if fuel oil consumers are cold. 


Public opinion can turn against us if it should turn 
against Fuel Oil Rationing. 


So we must support rationing with all we’ve got... 


How ...? 


You have already heard or will shortly hear from your 
Petroleum Industry War Council. A Plan has been devel- 
oped by a special Subcommittee on Fuel Oil Conserva- 
tion, headed by Mr. J. W. Connolly. Details of that plan 
will soon be in your hands. We believe you'll agree that 
it is a practical plan, that you will be glad to help make 


it work. It will, if you give it your all-out backing. 


The very future of the fuel oil business depends on the 
service we give now under rationing. We're in the 9th 
inning of a game that’s being won. Let’s protect our 
lead, let’s hold the good-will that has been earned by 


hard, intelligent cooperation with rationing. 


You know, it should be easy for you to cooperate with 
this program because, frankly, it is one of the best things 
you can do for your own particular business. So for divi- 
dends after the war—back this Fuel Oil Conservation 
Campaign NOW! 


Subcommittee on Fuel Oil Conservation 





PETROLEUM INDUSTRY WAR COUNCIL 
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DOUBLE 
BEARING CONSTRUCTION. 
CAPACITIES 35-50-90 GPM 








the rotor. 


quietly. 


5 to 750 GPM 


SELF- ADJUSTING FOR WEAR 


Due to Blackmer Bucket Design (swinging vane 
principle) Compact design. 
mounting space and fits all makes of trucks. 

The bearings are located on BOTH SIDES of 


The relief valve 


HERE IS A NEW HIGH IN 
TRUCK PUMP EFFICIENCY 
Investigate it NOW. 

Other units in the Blackmer Line 
Bulk Plant Pumps Hand Pumps 


Write for new Bulletin No. 102 

BLACKMER PUMP COMPANY, 
2170 CENTURY AVE. 

GRAND RAPIDS 9, MICHIGAN 


Requires small 


is chatter-proof — operates 


114 to 25 GPM 

















Q. I have encountered locally a unique 
idea. It consists of placing electric heater 
strips between an ordinary window and a 
storm window so that there is no heat loss 
in winter through the window because the 
air space between the window and the 
storm window is heated to 70°. A room 
thermostat located in the same space as the 
electric heater strips, and set for 70°, con- 
trols the flow of current to them. 

The idea is said to call for the use of 
“negligible” amounts of electricity because 
the space to be heated is so small that 
using 50 or 100 watts in it will go a great 
ways. Can you point out what is wrong 
with this proposition, for to me it does not 
click with common sense? 

D.M.F., Cincinnati. 
A. Start by considering the use of steam, 
generated by a domestic oil-fired boiler, 
in coils located between the windows and 
the storm windows. With the space heated 
to 70°, true enough there would be no 
heat loss through the window, and the re- 
sultant comfort to someone sitting close 
to the window would be apparent. The 
objection to the use of such steam coils 
would lie in the fact that they would re- 
sult in higher fuel consumption than 
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would come from using radiators located 
inside the rooms, under the windows at 
the conventional locations. The reason for 
this is that the coefficient for the trans- 
mission of heat through a single pane of 
glass is 1.13 Btu per hour per degree dif- 
ference in temperature; whereas the cor- 
responding coefficient for double glass is 
0.45 Btu per hour. More than twice as 
much heat would be lost through the 
storm window with the space inside it 
heated to 70°, as is lost through a com- 
bination of storm window and regular 
window with the air in the room at 70°. 
The practical importance of all this is 


that storm windows are one of the most 
vital improvements that can be made to a 
house to cut oil consumption. 

Now, compare the use of electricity 
with that of steam coils. One kilowatt- 
hour may cost two cents, for example. As 
it provides 3,413 Btu at 100% efficiency, 
the cost of heating with electricity in this 
case would be one cent spent on 1,707 
Btu. Domestic fuel oil may in normal 
times cost seven cents per gallon. For 
thumb rule, say it contains 138,000 Btu 
per gallon and is used at 70% efficiency. 
That provides 96,600 Btu (138 x 70%) 
for seven cents, or 13,800 Btu for one cert 
spent on the oil. Plainly, on this basis it 
would cost about eight times as much for 
the current used in electric heater strips 
placed between the storm windows and 
the regular windows, as it would cost for 
fuel oil to do the same amount of heating 
through steam coils or hot water coils lo- 
cated in the space. 

Using the same basis for figuring, sup- 
pose that the loss of heat through the 
windows costs the owner of an oil-heated 
home $40 a year with every window fitted 
with a storm window, and with the heat 
provided by warm air registers or steam or 











% 





THE NEXT TWO PAGES 


...show you 
how to enter the big new market 
NOW OPEN to plumbing-heating dealers 
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Millions of people are thinking 
fuel savings right now... 


furn the tremendous national sentiment for fuel con- 


iervation into action in your local community by 


offering this new complete fuel-saving system now. 


Millions of radio, newspaper, poster, and printed 


nessages have reached and are reaching the American 


»ublic this summer and fall. Tie-in your sales program 
ight away and help solve the critical fuel crisis ahead. 


Boston 16, Mass, 
PERFEX CORP. 
131 Clarendon St, 


Chicago 10, Ill. 
PERFEX CORP. 

510 N. Dearborn St. 
Detroit 3, Mich. 
STOKER SERVICE CO. 


19170 Woodward Ave. 


New York 17, N. Y. 
PERFEX CORP. 
370 Lexington Ave. 


PERFEX BRANCHES AND DISTRIBUTORS 


Philadelphia 40, Pa. 
PERFEX CORP. 
3701 N. Broad St. 


Pittsburgh 21, Pa. 
T. F. CAMPBELL CO, 
1013 Penn Ave. 
Phoenix 2, Ariz. 


SOUTHWESTERN CORP, 
17 W. Monroe St. 


Portland 1, Ore. 
LARRY HARRINGTON CO. 
7415 S. W. Canyon Dr. 


St. Lovis 3, Mo. 
HESTER-BRADLEY CO. 
2835 Washington Blvd. 


St. Paul 4, Minn. 
THERMAL, INC. 

2448 University Ave. 
Salt Lake City 5, Utah 


R. S. TRINNAMAN 
1912 Herbert Ave. 


San Francisco 5, Calif. 
P. J. O'MEARA CO. 
50 Hawthorne St. 


Spokane 8, Wash., EDWARD SENNA, 45 W. Riverside St. 
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DISPLAY—Colorful, sturdy display b 
Phanive- a ce 1 bustion Control System—wired for actual operation. Just plug 
: “ into wall socket .. . the system automatically regulates draft 
BA te mat : control vane and miniature damper door included on display. 
COUNTER PRESENTATION — A rapid-fire review of the 
system, in simple, straight-forward style, beautifully printed 
in color, for point-of-sale use at the counter, also for your 


sales calls at customers’ homes. 


DIRECT MAIL PIECE—Small rendition of large portfolio, 
for your mailing purposes. Space for imprint. 


OTHER SALES HELPS—Radio announcements, sales letter, 
news story for local papers, newspaper mat of system. 





A COMPLETE KIT TO HELP YOU SELL 
AND INSTALL THESE 

















hot water radiators located under or near 
the windows. Use of the electric strip 
heaters in the way you describe would 
double the heat loss through the windows, 
and increase the cost per Btu by eight 
times. 
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Q. Should an emergency arise in mid- 
winter in connection with the delivery of 
Bunker C oil to an institution which must 
be kept heated, can lighter fuel oil or even 
kerosene be used temporarily in the oil 


burner to keep up the steam pressure? The ° 


burner is manually lighted and manually 
controlled, of the pressure atomizing type. 
The fuel oil pump used regularly and the 
oil preheater use steam at 45 lbs. pressure, 
from a boiler normally kept under 125 lb. 
pressure. There is an electric oil pump, 
seldom used, but there are no electric oil 
preheaters. The boiler is approximately 
120 horsepower. 
1.c.w., Bronx, N.Y. 

A. To use light fuel oil or kerosene in an 
emergency, it is a simple matter to elimi- 
nate preheating of the oil and to switch 
to an atomizing tip suitable for the lighter 
oil. The big question is will the oil pumps 


handle satisfactorily the light oil, which 
even when cold may have a much lower 
viscosity than the heavy oil at its usual 
temperature. Your best bet may be to 
concentrate on the oil pump which can be 
driven electrically because this is the pump 
which would have to be used if the boiler 
pressure dropped to zero because a deliv- 
ery of heavy oil were delayed. Also, if the 
electric pump has thick gaskets to fit it for 
heavy oil, changing to thinner gaskets may 
be the only step needed to enable it to 
handle light oil. Check this with the pump 
manufacturer. Also, because the electric 
pump has not been used a great deal, its 
parts may still fit tightly, whereas the 
steam-driven oil pump may be badly worn 
after years of steady service and so, while 
able to operate well on heavy oil, may not 


be able to handle thin, light oil. 
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Q. The advantages of catalytic action, 
using water or steam as the catalyst, are 
frequently discussed in connection with 
some industrial oil burners. Again, in con- 
nection with detonation problems and 
combustion control problems of modern 
gasoline aviation engines, water is injected 


as a catalyst. Why, then, is water or steam 
not used in domestic oil burners as a 
catalyst to control and improve combu:- 
tion? 
H.W., Baltimore. 

A. Your question is almost an argument in 
favor of starting research work to deter- 
mine whether or not improved domestic 
oil burners could result from using water 
or steam for catalytic benefits. From the 
fact that not one nationally-known do- 


mestic burner employs water or steam for 


catalytic action today (though in bygone 
years burner models that used water or 


steam were offered for househeating), the — 


leading burner manufacturers and design- 
ers apparently have concluded that there 


is little to be gained by working in the di- 
rection you indicate. If you are convinced © 


that decided benefits can be had by doing © 


this, you might start designing a furnace- 


burner or boiler-burner unit which feeds — 


water or steam, as well as oil, to the flame. 
But you will have a hard time bettering 
the results of models already in use which 
give high efficiencies; for example, no 
smoke with CO, readings higher than 
12%, and of stack temperatures as low 
as 350°. 








Ready for the post-war Starting Gun! 


No Reconversion Problems! No Retooling! 


No Production Delays 


or JOHNSON OIL BURNERS 








* 


If you have an 
immediate problem 


Ask us about it. Quite possibly 
we can supply what you need or 
tell you how and where to get it. 
We'll gladly do all we can to help. 


EALERS who sell Johnson Oil Burners 
can count on full support and full co- 
operation the instant that peacetime pro- 
duction and selling get the “GO” signal. 
There will be no transition-period delays 
..-no waiting for us to get our plant and 
our organization back into 100% produc- 
tion. Why? Because our wartime job and 
our peacetime job have been identical... 
the building of super-efficient oil burners. 
Only the ultimate users have been different. 


When the pent up demand for new 
houses and new heating equipment is final- 
ly turned loose, Johnson dealers can start 
at the crack of the gun. Keep this fact in 
mind if you contemplate taking on an oil 
burner dealership. It can make a vital dif- 
ference in your postwar profits. 

We will gladly send you the full story 
of what a Johnson dealership has to offer 
you. S. T. Johnson Co., 940 Arlington Ave., 
Oakland 8, Calif., and 401 No. Broad St., 
Philadelphia 8, Pa. 


S. T. JOHNSON CO. 


41 years of engineering and building fine Oil Burning Equipment 
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: Installation of Rotocycle Meters at a terminal _ 
+ of one of the nation’s leading pipelines. Meters 

4. proper are installed under platform with extended — 

printing type registers at operating level. 4 


PERFOR rcs! 


During these strenuous days, stepped-up 
throughput demands infallible meters— meters free 
from breakdowns, clogging, inaccuracies, and pre- 
mature wear. That’s where Rotocycle Meters “fit 
into your picture’. For these sturdy, long-lived, 


The Heart of the Pittsburgh 
ROTOCYCLE METER 


measurement engineered products are designed with 

a stamina that spells success. Whether in service 

on the battlefields of our far-flung Armed Forces, or 

installed on pipelines, pipeline terminals, bulk nh: 
plants, or tank trucks serving the home front, Roto- AS 
cycle Meters can be relied upon to measure accu- 

rately and dependably. Write for literature. 


PITTSBURGH EQUITABLE METER CO. 


Atlanta MERCO NORDSTROM VALVE CO. Boston 
Brooklyn Main Offices, PITTSBURGH, PA. Buffalo 
Chicago Columbia Houston Kansas City Los Angeles 
New York Pittsburgh San Francisco Seattle Tulsa 


National Meter Division, Brooklyn, N. Y. 


There’s A Pittsburgh-National Meter for Every Type of Service 
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for Bulk Plants, 
Tank Trucks 
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Rotocycle for 
Pipe Line Service 





Oscillating Piston 
for Bulk Plants 








Petroleum Products 





Industrial Services 


| Service Station Pumps 
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MODEL C 








EASIER TO INSTALL 
ADJUSTABLE FOR ACCURATE READINGS 


Now is the time to consider your installation problems of tomorrow. By placing your 
orders early for adjustable MEL GAUGES you can be assured of receiving finest quality, 
most attractive and easily installed fuel-oil gauges shortly after W. P. B. restrictions are 
lifted. 


Both models of MEL-GAUGES feature the patented adjustable red fiber indicating 
knob—an exclusive MEL-GAUGE feature which allows quick adjustment to indicate con- 
tents of tank at all times. There is very little difference between MODEL C and MODEL 
Al MEL-GAUGES other than those introduced to MODEL Al for the purpose of economy. 
The quality and workmanship of all MEL-GAUGES is of the highest. The finest quality, 
unbreakable acitate tubing encloses the white two-way dial which is stamped in blue on 
one side to show reading in gallons and on the other side to show tank content propor- 
tions. A high quality steel is used for all stampings and the float supporting arm is 
codmium plated. The base bushing is of cast iron with accurate tapered threads. 


New improved rotating floats for exact measurements at all times. 


Write for this NOW! 
'lustrated, File Sized, Folder . 


i, PUEL-O1L GAUGES 

















EAST HAVEN, CONNECTICUT 





OPA Reduces Oil Ceilings 
In South and West District | 


FUELOIL PRICE ceiling reductions of 3/10 
to 5/10 cents for distillates and 15 cents 
a barrel for residual fueloil have been an- 
nounced by OPA for Zones 4, 5 and 6 of 
District 1. The cut in price ceilings apply 
to all levels of distribution, becoming ef 
fective September 10 for retail dealers 
and September 1 for wholesalers. 

Kerosene and distillate prices in North 
and South Carolina (Zone 4) have been 
cut 3.10 cents, but there has been no re 
duction in heavy oil price. 

Georgia and Florida east of the Apa 
lachicola River (Zone 5) and Schedule D 
area of Zone 6, have been cut a half cent 
on kerosene and distillate. There is no 
cut in the price of residual in Zone 5, but 
the reduction is 15 cents a barrel on heavy 


| oil in the Schedule D area. 


The Zone 6 area affected comprises all 
of West Virginia except the ten eastern 
counties, Western Pennsylvania, and the 
six western counties of New York. 

These price ceiling reductions apply 
regardless of the varying dollars and 
cents ceilings established for the different 
areas. Cuts are the amount of reduction 
from present prices for the different 
classes of purchasers. 

OPA investigations reveal that the 
former allowable additions to maximum 
prices were substantially in excess of the 
average cost of transportation of the 
products into those areas. The amount of 
the reductions come out of revenue price 
increases paid to Defense Supplies Corp. 


© 


Distribution Uncharted 
(Continued from page 44) 


Plans for the acquisition of bulk plants 
or the enlargement of existing plants, de- 
pend on the character of the territory and 
the need for additional storage. No plans 
for additional bulk facilities have been 
found in areas where present facilities ap- 
pear adequate for the immediate future. 

In addition to the established oil and 
equipment business, most of the items 
taken on during the war period will stick 
in dealers’ line for the immediate postwar 
years. Such lines as domestic ‘and commer 


' cial stokers, storm sash, weather stripping, 


and electric appliance service will be con- 
tinued according to most present plans. A 


| few dealers are interested in refrigeration, 
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including deep freezing units and com- 
mercial refrigeration, but more are limit- 
ing their interest to domestic and commer- 
cial air conditioning and domestic refrig- 
erators. Few have any plans for expanding 
their heating business, or getting deeper 
into sheet metal work for the immediate 
future. “We'll wait and see,” is the usual 
attitude. 

Though actual plans are sketchy, all 
dealers are looking forward to the time 
they can start selling equipment and really 
get back in business. There are orders al- 
ready waiting to be filled, and more that 
can be picked up. They feel that this 
business will keep them busy and provide 
income while they are getting plans made 
for the ultimate future which now is in- 
distinct. 
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Electric Relays 
(Continued from page 42) 


just so far toward their on positions be- 
fore the mercury moves and completes the 
circuit in a positive manner. The weight 
of the mercucry may help give snap ac- 
tion by tending to hold down one end 
or the other end of the tube. 

The big thing that certain newcomers 
to burner work must learn is not to con- 
nect a two-wire pilot circuit relay (of the 
type shown in Diag. 5) to a three-wire 
low voltage room thermostat that cannot 
give snap action. You cannot simply dis- 
regard the third terminal of such a room 
thermostat and use the remaining two 
terminals, for the improper operation that 
would result from this would parallel the 
troubles that would result from attempt- 
ing to use a room thermostat after the 
pattern of the one shown in Diag. 6. 
Here is a good rule: Make sure that every 
control you connect to a two-wire pilot 
circuit is of the snap acting type. 


Care in Salvage 


Frequently because they cannot get 
quickly the parts needed to repair de- 
fective burners, and frequently because 
they just think it is impossible to get re- 
pair parts, servicemen in some companies 
are digging deeper and deeper into scrap- 
heaps. The well-informed serviceman 
who is looking for a low-voltage thermo- 
stat for use in a two-wire circuit does not 
yell, “I’ve got what I want!” when he 
finds a used thermostat which is marked 


Another Sid Harvey Repair Service 


Bell & Gossett and Thrush 
CIRCULATORS REBUILT LIKE NEW 


Make Sid Harvey, Inc. your source of supply for ALL REPAIR PARTS 


SAVE TIME AND MONEY 


Complete stock of NEW and RECONDITIONED Bell & Gossett and 
Thrush Circulators with all Accessories, including Flow Control 
Valves, Relays and Controls for Immediate Shipment. 





SEAL 
ASSEMBLY 





SHAFT 








IMPELLER 
* IMPELLER NUT 


BEARING 
ASSEMBLY 





COUPLER 





PAPER GASKET 
PUMP CASTING 














Rebuilding Services 
Rebuilt B&G and Thrush BODIES 


(complete Circulator without motor) 
available for ADVANCE REPLACE- 
MENT on exchange. NO WAITING— 
Simply order what you want and we 
send it to you AT ONCE. You can re- 
turn your defective body to us for credit 
at your convenience. Bodies are avail- 
able for all except obsolete models. 







SPRING 
COUPLING 


GREASE 
cvPp 








Saves Time When You Need It Most 


MOTORS—New & Rebuilt. Keep a spare on hand for emergency. One 
B & G motor will replace ALL current B & G and Minneapolis-Honey- 
well jobs and one Thrush motor will replace ALL current Thrush jobs. 
Order one each today, as stock of new motors is limited. 


REBUILT MOTORS— Sold on exchange only—Available for nearly 
every make of circulator or oil burner. ADVANCE REPLACEMENT 
for many makes. You get the rebuilt motor first and return the de- 
fective one for credit afterwards. 


BEARING AND BRACKET ASSEMBLIES available for outright sale or ex- 
change on all except obsolete models. 


COUPLINGS for all makes—WATER PROOF CIRCULATOR GREASE. 


FAST SERVICE— 95% of all orders filled the same day as received. 
Parcel Post Shipments leave our Plant 6 times a day. 


SEE OUR NEW CATALOG for prices and details. $150,000.00 stock 
of Service Parts Illustrated and Described. For the Trade only. Free 
if request is on firm letterhead. 


YOUR GENERAL HEADQUARTERS FOR 
SERVICE PARTS SINCE 1931 


aA \V) NAY NY wc. 


VALLEN STREAM, NEW YORK 
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“Series 10” or “Series 20,” for though 
both of these have a contact that closes 
on a drop in room temperature, they do 
not have the snap action needed for two- 
wire pilot circuits. Knowledge helps avoid 
getting into the troubles of a chattering 
relay. Knowledge of controls helps an- 
other way, for it points out ways to use 
snap acting controls in circuits that are 
fitted with controls not of the snap acting 
type, but which are of the three-wire type 
which does not feature snap action. De- 
tails on that will be given in the second 
article in this series. 
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You're RIGHT...with 





Anthracite Industries 
Shows “Secret Weapon”’ 


ANTHRACITE’S BIG GUN in the postwar 
business offensive was revealed to the 
press at the Primos, Pa., laboratories, Au- 
gust 16, as a modified overfeed stoker 
which is claimed to operate with any size 
coal. Combustion space has been re- 
stricted and the combustion rate speeded 
up to burn at the maximum rate of 50 to 
60 pounds of coal per square foot per 
hour instead of 10 pounds in present day 
equipment. 


eo 
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The saul of Rexoil will 


not be enough to meet all 


initial demands. 


Early 


action advised. 


REIF-REXOIL, INC. 
37-41 Carroll St., Buffalo 3, N. Y. 








The burner consists of a 4- or 6 in, 
diameter tube about 18 ins. long into 
which coal is fed by a worm, while draft 
is induced through the tube in the opposite 


direction. Combustion takes place 1t 
about the middle of the tube and the ash 
is forced out the other end. Heat in tie 
products of combustion is used to pre- 
pare the incoming green coal for combus- 
tion as fast as it leaves the worm, and 
gases are filtered of fly ash in their pes: 
sage through the new coal. The ash is 
forced from the combustion tube by the 
solid mass of coal moving through it. The 
firing unit is reported to be adaptable fur 
any type of heating system. 

This Anthracite burner is being ol- 
fered to any manufacturer who wishes to 
It is claimed 
that units weighing as little as 75 pounds 


incorporate it into a unit. 


can be manufactured with the same ca- 
pacity as 1,000-pound conventional units. 
Claims other than weight and space sav- 
ing include greater coal economy and 
lower installation cost. 

Press reports do not explain how the 
metal chamber is to be protected from 
the blast-furnace effect of forced draft 
coal combustion in warm air units, or 
what the abrasive effect of the coal on a 
hot metal surface may be, or how the 
worm handles large size anthracite for 
this unit and not for stokers of conven: 
tional design—to mention only ‘a few of 
the questoins that arise. Possibly these are 
details that the individual manufacturers 
are to work out for themselves. 


© 
Tank Order L-199 Amended 


AGAIN RESTRICTING the use of non-ferrous , 


metals in the manufacture of tanks for do- 
mestic hot water or hot water heating sys- 
tems, Order L-199 of the War Production 


| Board was amended August 8. 





The amended order forbids the use of 
copper, stainless steel or monel metal in 
tank making, except for repair parts, 
safety valves and spuds or tappings. Non- 
ferrous tanks in existing inventories can 
be sold only to replace an existing non 
ferrous tank of equal or larger size. 

Black iron or galvanized tanks may be 
produced in quantity equal to a fixed per’ 
centage of the manufacturer’s 1941 out: 
put—70% for range boilers and expan 


| sion tanks and 75% for storage tanks 


Sizes permissible are limited to six, 0! 
from 15 to 120 gallons capacity. 
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a SA LESM EN to work for you 


Put these 





Powerful magazine ads in five 















Contact your DUST-STOP supplier TODAY and 


get your share of the big Fall Business! 


@ The Fall Campaign is under way. The FREE Dealer Helps 
are ready and waiting. See your distributor at once, or write 
Owens-Corning Fiberglas Corporation, 1 940 Nicholas Build- 
ing, Toledo 1, Ohio. In Canada, Fiberglas Canada, Ltd., 


Oshawa, Ontario. 

















Readers’ Jorim 


F. D. CONRAD 
Philadelphia, Pa. 
Editor: 


In connection with your August issue 
article on fighting gas competition, here 
are some of the slogans we used to com- 
bat gas heat during 1937 to 1941: 

“Choose oil heat; it is not part time; 
no cold floors. Our burner gives 24-hour 
heat at the cost of gas 18-hour heat—no 
cold floors in the wee hours.” 





FUEL 


“In choosing an oilburner you get 24- 
hour heat.” 

“Gas heat depends on fueloil; save the 
middleman’s profit—let us install oil heat 
in your home.” 

“Oil heat costs less than gas; let us 
prove it to you.” 

“Install oil 
part-time heat.” 

“Oil heat is the cheapest heat per 
hour.” 

“If you are thinking about investment, 
oil heat in your home will pay big divi- 
dends on the cost.” 


why be satisfied with 





EMERGENCY 


HINT: 





SAVE WITH 


BaWwW 


INSULATING 


Combustion chambers of B&W 
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K-20 Insulating Firebrick reach 
operating temperature in a jiffy, 
absorb little heat and react to ther- 
mostat control rapidly. That's why 
they conserve precious fuel, boost 
CO,, reduce smoke and odor. 
Urge your customers to replace 
old heat-hungry linings with B&W 
K-20's. Installed easily, light in 
weight. Write us for full informa- 
tion. 





“No ash, No coal dirt, No gas smells, 
No gas soot, with oil heat.” 
F. D. Conran. 


E. LASSEN 
Export Consultant 
Welwyn, Herts, England 
Editor: 

It may interest your readers to know 
that I am instructed by a client to seek 
connections for them in the United States. 
They are old established engineers with 
a first class, medium sized plant in Lon- 
don. 

Their production is sold to municipal 
and public utility organizations, and in 
normal times they cover the United King- 
dom with their own sales and service staff. 

They would like proposals from Ameri- 
can manufacturers of similar interests 
with a view to manufacturing and dis- 
tributing exclusively for the British mar- 
ket. The product should be equipment 
or appliances which have an established 
market in the United States. Correspon- 
dents may feel free to write me without 
incurring obligation. 

E. LASSEN. 


© 
HPACCNA Publishes Data 


On Comfort Air Conditioning 


THE BASIC DATA NECESSARY for calcula- 
tion of load requirements for comfort air 
conditioning is given in Part IV of the 
4th Edition of the Engineering Standards 
of the Heating, Piping and Air Condition- 
ing Contractors National Association. 
The booklet contains the definitions of 
terms used in discussing airconditioning 
and examples showing the application of 
psychrometric relations, and also showing 
the method of load calculation. It brings 
together in one place the material which 
the engineer needs for his work. Copies 
may be obtained from the association at 
1250 Sixth Ave., New York, at one dollar. 
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Sig Kasner Starts 

Oilheating Supply Firm 
AFTER TWENTY YEARS in the oilheating 
business and one of the best known indus 
try men in the New York area, through 
his association activities, Sig Kasner has 
organized the Master Oil Heating Supply 
Corp. as a division of the Edward Sher- 
man Supply Corp., Jamaica, N. Y. 
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BADGE OF \\\"i/// 
HONOR —— 


FOR MORE THAN A 
GENERATION 


If you are an oil heating man, you have seen this badge of 



































we 


honor many times... in the basements of homes, large and 
small, fastened to Master Kraft Oil Heating equipment. To 
one who sees it for the first time it is only a nameplate. But 





to every last man of us in the Master Kraft Factory and 
Field Organization it is much more than a nameplate. . .it 
is our badge of honor—to ever remind us that every piece of 
Master Kraft Oil Heating equipment is built upon honor 
and sold upon honor. 


Ask any Master Kraft Dealer. He'll tell you that our high 
standard of accuracy and precision workmanship has 
brought more customer  satisfaction—more sales thru 
recommendations of present users—fewer service calls—has 
helped him to build a steady year to year increase in busi- 


ness. 


FACTORY SUPPORT FOR DEALERS. Master Kraft 
Dealers make money because they have a carefully engi- 
neered and complete line to sell...each product with ex- 
clusive selling points to talk about...and the entire line 
backed by good sound advertising done by the factory right 


WATCH MASTER KRAFT; POST WAR! Right now, 
we're up to our ears in War Production. You see a partial 
list of our War Products at right. But watch us, Post War. 
We’ve burned the midnite oil to perfect a sensational new 
development. 

IT’S ALL IN THE BAG—waiting for V-Day, with a per- 
formance that’s amazing. You'll have to see it to grasp what 
a remarkable advance it is. Master Kraft Dealers are going 
to make money with it. Would you like more information? 
Drop us a line. 


P. S.—We can deliver prewar burners... NOW. 
(Subject to WPB Regulations) 
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OIL HEATING & AIR CONDITIONING 


MANUFACTURED 


HARVEY- WHIPPLE INC. ee eieicie MASS. 
. 












watoatortee ates vontnepence 














New Products 


Universal Joints for 


Truck Power Take-Offs 


MOORE & KLING, Inc., Boston, has an- 
nounced a line of needle bearing, grease 
packed universal joints for installation on 
the drive shaft at the power take-off and 
at the pump of domestic heating oil trucks. 
The needle bearings are packed in lubri- 
cant and sealed against dust and dirt. 

The overall diameter of these joints is 
only 3”, and are available in customary 
sizes for oil pumping service. 

The company also is offering complete 
tubular drive shaft assemblies consisting 
of a 114” drive shaft with spline and 
needle bearing universal joints at each 
end. 
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Fluid Heat Has New 
Aircraft Heater Model 


SERIES SRH AIRCRAFT HEATERS developed 
by Fluid Heat Division, Anchor Post 
Fence Co., Baltimore 24, Md., embody a 
new combustion process known as vapor 
entraining, which uses a capillary vapor- 
izing block in conjunction with pre-heated 
combustion air. To avoid lead oxide for- 
mations and prolong life of burner parts 





Series SRH Fluid Heat aircraft heater of 
100,000 Btu capacity. 


the flame is completely suspended. An un- 
usually low pressure drop permits efficient 
operation at low raw pressures. The flame 
is said to be so stable that its characteris- 


68 


tics are the same regardless of the plane’s 
altitude or speed, and barometric com- 
pensation permits operation up to 40,000 
feet. 

Another feature is the use of multiple 
heat exchanger compartments giving the 
flame and hot gases a travel of four times 
the length of the exchanger. Capacities 
available are 100,000 and 50,000 Btu/Hr. 
Complete with all controls and accessories 
the former weighs 24147 lbs., the latter 16 
lbs. 6 oz. Dimensions are 28 x 9 ins. and 
27 x 7 ins. respectively. Blowers can be 
supplied for ground operation. 


© 


Harvey-Whipple Builds 
Preflight Plane Heater 


A PORTABLE LIGHT WEIGHT aircraft heater 
of high capacity has been announced by 
Harvey- Whipple, Inc., Springfield, Mass. 
It has an output of 275,000 minimum to 
300,000 maximum Btu per hour, and con- 
tains many features of design and con- 
struction to assure reliability and ease of 








Portable heater for plane cabins, tents, 
and similar field uses. 


servicing in outside temperatures as low 
as 60° below zero. It burns either high 
octane gasoline or fuel oil and has auto- 
matic electric ignition. Operation is by a 
lightweight gasoline engine. 

When changing from one aircraft to 
another during preflight heating opera- 
tions, the ducts may be merely folded back 
into the top rack without disconnecting 
them from the heater, greatly facilitating 
transfer from one aircraft to the next. 
Two 12” ducts may be fitted, or six 6” 
ducts, as required. Generation of heat is 
by the indirect method, therefore it is non- 
toxic, making the unit ideal for a variety 
of other uses, such as heating of large air- 
craft cabins prior to flight, aircraft tents 
during servicing operations, troop bar- 
racks, field offices and for drying opera- 
tions in parachute packing, etc. 


Offers Small Motors 


A NEW SHADED POLE totally enclosed 
motor for power requirements of 1/125 
up to 1/25 horsepower, incorporating a 





Shaded pole motor in sizes from 1/125 
to 1/25 hp. 


new Pressure-Locked, resilient, rubber 
mounting, has been announced by A. G. 
Redmond Co., Owosso, Mich. Known as 
the type “T” Méicromotor, all base 
mounted models utilize rubber mounting. 
All rotor slots are copper filled flush 
with circumference with preformed cop: 
per inductors, fuse welded permanently 
into position for maximum electrical con 
ductivity in the circuit. Modifications for 
different performance characteristics can 
be met by change of inductor resistance. 
Non-gumming, porous bronze bearings 
filter the lubricant. Large oil reservoirs 
protect bearing life by supplying lubrica- 


, tion for long periods of operation with 


out replenishing. Stator windings are im- 
pregnated with a varnish which is not af 
fected by oil or humidity. 


© 
Bowser Truck Pack 


Offers Power Delivery 


A COMPLETE PACKAGE for supplying me’ 
tered oil delivery on new or old trucks is 
offered by Bowser, Inc., Ft. Wayne, Ind., 
as the Xacto Truck-Pack. The package 
contains all equipment from a connecting 
line between the suction pump and faw 
cets to an all brass hose nozzle, including 
power take-off, meter, air eliminator, 
pump and drive shaft, hose reel and 100 
feet of synthetic hose. All parts are stand: 
ard equipment, and can be bought sepa’ 
rately if desired. 

A folder issued on the Truck-Pack de 
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Attention 


Distributors .. . 





APAH 60—Fully Automatic Burner for 
No. 6 Oil. Fixed Fire Control. One of 
the numerous Clark-National Models. 


S successors to the “CLARK”-National 

Oil Burner business, we of the Ply- 
mouth Machine & Burner Corporation have 
been so occupied with war work, alongwith 
the rest of the industry, that we have been 
unable to furnish burners, or in many cases, 
parts and accessories, in response to re- 


quests. 


Now, however, as all of us see a brightening 
of the sky, we would welcome inquiries 
from organizations familiar with heavy duty 
rotary-type oil burners, who can qualify as 
distributors and who would be interested in 


discussing a “CLARK”-National Franchise. 


Oil Burner Division 


PLYMOUTH 
MACHINE & BURNER 
CORPORATION 


PLYMOUTH, MASS. 
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scribes the twelve separate parts of the 
unit, and lists optional and additional 
equipment that is available. The unit em- 
ploys the Xactor Model *‘H” meter, and 
has a capacity of 35 gallons per minute. 


© 
Blackmer Has Two New Pumps 


TWO NEW TRUCK PUMPS of 50 and 90 
gpm capacity recently have been put into 
production by Blackmer Pump Co., 
Grand Rapids, Mich. 

While these new pumps differ in ap- 


pearance and in certain details of con: 
struction from the present model the 
bucket design swinging vane principle of 
operation that characterizes all Blackmer 
Pumps is used. The outstanding construc- 
tion feature appears to be the double anti- 
friction bearings—one on either side of 
the rotor — this bearing construction 
should virtually eliminate shaft “whip” 
and distortion. The action of the buckets 
(swinging vanes) prevents loss of capac- 
ity during the life of the buckets which 
may easily be replaced when worn. 


These pumps are compact and light in 
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IN POST-WAR 





The Oil- Thrifty 
OIL BURNER 








weight, are designed for standard power 
take-off drive, and will deliver their rated 
capacity at 460 RPM. A Blackmer de- 
signed relief valve is built into the pump 
casing and will bypass the entire capacity 
of the pump without end thrust on the 
working parts. 


© 


Army Develops New 
Immersion Water Heater 


THE PROBLEM OF HEATING WATER in field 
operations has been greatly simplified by 
development of the immersion-type water 
heater with which the Quartermaster 
Corps will replace the former style issued 
with the M-37 field range. 

Selected for its simplicity of operation, 
it requires fewer replacement of parts and 
operates on any type of fuel—gasoline, 
light fuel oil, or kerosene. Through appli- 
cation of the immersion (operation under 
water) principle, the heating efficiency is 








As war demands decrease, government priorities are being | 
lifted. But we believe that, in the post-war market, un- 
balanced supply and demand will create a “priority” sys- 
tem—a system in which “first there” will determine “first 
served.” | 


Get Your "Priority Rating" Now | 


To meet this situation, Herco (still engaged in war pro- 
duction) has already made plans for supplying dealers with a 
post-war heating equipment. 





G.l. water heater developed by the 


By contacting us now, you can be sure of getting your share ri 
rmy. 


of new Herco products. This carries no obligation—but 
gives you a “priority” on post-war Hercos. Write today. 





increased and a 24-gallon can of water can 
be brought to a boil in about a half hour. 
| The heater consists of a burner, a water- 
| tight combustion chamber, 8 feet 4 inches 
| tall, and a fuel tank with a valve which 
allows the fuel to drip into the burner. I' 
hooks onto and sets down inside the wate: 
| container and may be lifted out for mow 
| ing or emptying the container. It weighs 
| slightly more than 50 pounds. 
| The usual water receptacle used in the 
| field is the well known 24-gallon Army 


HERCO OIL BURNER CORP. LANCASTER, PA. 
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SMITH METER—MODEL T-15 





Precision Measuring 


for YOUR Money! 


Petroleum meters measure money—and 
when on your trucks or your loading 
racks, they measure your money. A one 
per cent error can “rob you blind”! 


That’s why accuracy that stays accurate 
is the first Jaw in the construction of 
Smith Meters. The simple, time-proved 
Smith Rotary Principle provides an un- 
equalled combination of speed, stamina 
and accuracy that stays accurate. 





* 
cat 
Sur. Smith Truck Meter, T-15, shown above: easily 
ter- adapted to any piping arrangement—24 combi- 
~hes nations of counter, inlet and outlet positions. 


= Available on prioritv. 


> | SMITH METER COMPANY 


SUBSIDIARY OF A. 0. SMITH CORPORATION 
Factories at Los Angeles and Milwaukee 


SALES OFFICES AT NEW YORK * CHICAGO « HOUSTON ¢ LOS ANGELES 
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PUMPS 


DON'T MAKE 
THE HEADLINES 







..- Dut they're 
Fighting for 
Victory, Too 

















Behind the scenes on the battle fronts, you'll find 
Tuthill Pumps doing a job on many types of equip- 
ment directly or indirectly contributing to the 
winning of the war. 


You don’t hear much about this world-wide 
performance, but it explains why your normal 
requirements on the home front can not be served 
as usual. 


Until Victory changes the picture, it will pay you 
to call on our authorized field service stations or 
the factory to keep present equipment conditioned 
for peak performance. 






SERVING ARMY 
NAVY 
AIR FORCE 
MERCHANT MARINE 






TUTHIL L PUMP COMPANY 


939 E. 95th STREET e CHICAGO 19, ILLINOIS 








can, which is about 24 inches deep. When 
the heater is placed in this container, the 
combustion chamber rests on the bottom; 
and fuel tank stands just above the edge 
of the can and the valve is set over a cup 
connected to the burner by a pipe. 

The burner is in the combustion cham- 
ber, shaped like a hollow doughnut, which 
consists of two concentric cylinders; the 
inner cylinder acts as an obstruction 
which causes the flame to pass around it, 
thereby insuring a large heating surface. 

The draft is produced by the tall stack 
connected with the combustion chamber. 





Proven by 
PERFORMANCE = 


KRAISSL 


Filters * Strainers * Pumps 
for FUEL OIL 


Intelligent engineering is only the 
starting point. Consistent on-the-job 
performance over many years 
provides practicai endorsement of 
KRAISSL design and manufacture. 


Class 72 Strainers and Filters 


Single and Duplex 
types for suction or 
discharge service— 
any practical degree 
of filtration in units 
designed for low 
pressures as well as 
up to 500 Ibs. hydro. 
static test—easily re- 
movable filter basket 
insures quick clean- 


ing. 


Duplex 





Single 





Class 60 Heavy Oil Paes 


Standard equip- 
ment wherever in- 
dependent pump 
and motor sets or 
booster pumps for @ 
pump-type burners 
are required. 


Kraissl -Trumbull 
No. 522 Fuel Pump Unit 


Rugged, dependable wall pump 
for gravity type oil burners hav- 
ing burning capacity of not 
more than 3 gals. per hour — 
Approved by Underwriters’ 
Labs., Inc. 





ui 


Submit your fuel-line problems to KRAISSL 
engineers—literature and prices on request. 


THE KRAISSL COMPANY 


295 Williams Ave., Hackensack, N. J. 
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It is lighted by use of a torch consisting of 
an asbestos rope-end fastened onto the end 
of an iron wire; it is extinguished by turn- 
ing off the fuel valve. Rate of heating is 
readily controlled. 


© 
Adjustable Hole Cutter 


A NEW ALL-PURPOSE adjustable hole-cut- 
ting tool is announced by Bruno Tools, 
Beverly Hills, Calif. This unique new 
tool, manufactured by specialists in the 
field of fine cutting tools, quickly cuts 
smooth holes in wood, steel, brass, hard 
rubber, aluminum, fibre, plastics and prob- 


| lem materials which might necessitate use | 





| Cuts holes from 1” to 2” in diameter 
| in 4%” material. 


| of torches or other expensive equipment. 


Two sizes are available, each equipped 


| with an easily re-sharpened High Speed 


steel blade. One model cuts holes to any 


| diameter from % inch to 11% inch through 


Ye inch thickness. The other model covers 
all expansions from 1 to 2'% inches 
through thicknesses up to % inch. The 
tools are designed to operate in light drill 
presses, portable drills, or breast drills 


| and are also available with square shanks 


for use in hand braces. 
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Discuss Combustion Control 








| THE IMPORTANCE of simplicity and coor | 


| 
| 


dination in the control of combustion is 
stressed in new Bulletin BD44 issued by 
the Engineer Co., New York. 

Discussing the problems of the modern 
power plant, this bulletin points out the 


| value of automatic or semi-automatic 


| regulation of furnace draft, fuel feed and 


steam pressure and offers a complete sys- 
tem for coordinating these three phases of 


| boiler operation. 


The system calls for a sensitive, com- 
pensated steam pressure regulator, a re- 
sponsive control of furnace pressure and 


a device for assuring correct fuel feed to 
carry the load. While the introduction of 
any one of these three elements alone will 
increase the effectiveness of combustion, 
it is claimed that correct application of «ll 
three of the Enco units described will re- 
sult in maximum efficiency with appre- 
ciable savings. 
© 


Will Have Metal Chambers 


METAL COMBUSTION CHAMBERS are being 
developed by Monogram Combustion 
Chamber Co., Philadelphia, according to 
R. C. epee a The com- 








LEVELOMETER 


“THEYRE ALWAYS DEPENDABLE” 


A LEVELOMETER 
gauge on an oil tank 
installation eliminates 
guesswork — it insures 
accurate readings at 
all times. 


Convenient, remote 
reading: — LEVELO- 
Midget LEVELOMETER METER dial may be lo- 
Lowest priced Remote 

Reading Gauge Built cated at any reason- 





able point from tank 
and—large gradua- 
tions and numerals 
make it easy to read. 


LEVELOMETER tank 
gauges, approved by 
Underwriters’ Labora- 
tories, operate on an 
exclusive adaptation 
of the hydrostatic prin- 
ciple. No liquid is used 
in indicator to be af- 
fected by temperature 
changes, to evaporate, 
stain glass or to be 
blown out due to ex- 
cessive pumping. 

Get complete details 
regarding LEVELO- 
METER tank gauges — 
the Remote Reading 
gauges that insure ac- 
curate—trouble free 
check-up. 





Small Model 
LEVELOMETER 
6x 6” case 





Large Model 
LEVELOMETER 
12x 12"’ case 


rue LIQUIDOMETER cor: 


36-I19SKILLMAN AVE., 


LONG ISLAND CITY, N.Y. 
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BOILERS 





Save coal, oil and gas for your customers 


and for the war’s demand by replacing 
wasteful, worn-out boilers. 

Your customers do not have to wait 
for postwar improvements to enjoy eco- 
nomical boilers of modern design. In- 


stall National Heat Extractor Boilers... 


% 


Production Achievement 


a complete line . . . they are 


convertible for use with any fuel. 


The NATIONAL RADIATOR Co. 


218-S Central Avenue 
Johnstown, Pa. 


50 YEARS SERVICE TO THE HEATING INDUSTRY Baltimore-3, Md. 
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ae before you 
leap! Don't jump into 
_ any post-war proposi- 
tion on oil heaters until 
youve surveyed the 
entire field. Remember 
the excellent past per- 
formances of QUIET 
MAY before you get 
excited about any 
rosy promises now on 
the horizon. QUIET 
MAY isn't shouting now 
~—QUIET MAY is simply 
getting ready for to- 
_morrow—today. 
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OIL BURNERS — 






The proven 
and depend- 
== Dual 
en = Utility Oil 
Sipe . . 
ee = =| HeatingUnit 
ZA will be in- 
cluded inthe 
line when we 
resume pro- 
duction. 
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| May Oil Burner Corporation 
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Sell the Heater 
that Saves Oil! 


Sen's 


Low-Pilot Burner 


PARLOR FURNACE 


ALLEN’S OIL BURNING PARLOR 
FURNACE 
Ductone Baked Enamel Model 4110 


That “Burning Question’”—how 
to save oil and still provide ade- 
quate heat—is answered by the 
new ALLEN “Low Pilot” Burn- 
er. It sets an entirely new stand- 
ard in fuel economy, efficiency 
and convenience. Made in three 
sizes: the 10” burner consumes 
only 1/33 of a gallon of fuel per 
hour when operating on low pilot. 


Investigate this and other AL- 
LEN Appliances now. Write for 
information. 


Some choice Distributor terri- 
tories still open. Write or wire 
today. 


The pilot light in 

"the 10-inch burner 
uses less than 1/33 
of a gallon of oil 
in a_ one-hour 
period, operating 
on low pilot. 


Listed as Standard 
by Underwriters’ 
Laboratories, Inc. 


MANUFACTURING COMPANY, INC. 


NASHVILLE, TENNESSEE 


1867 Pcomeer Stove Guclders 1944 
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pany long has marketed Lite-Cast refrac- 
tory combustion chambers for oilfiring, 
though it has been severely restricted in 
its production during the war period. 
The metal chambers are a development 
of the last two years which will be put on 
the market as soon as regulations permit. 


© 


Hammer and Drill in 


One Electric Tool 


A NEW BULLETIN, No. 442, issued by 
Wodack Electric Tool Corp., Chicago, 
describes the “Do-All” electric hammer 
and twist drill together with different as- 
sortments of tools and accessories, a table 
of sizes and prices for star drills, chisels 
and other hammer tools. 

This combustion tool is designed to fa- 
cilitate drilling or trenching concrete or 
masonary, or drilling metal or wood. At- 
tachments make possible a number of 
other grinding and drilling operations. 

The bulletin gives prices on star drills 
for use with the “Do-All” in sizes from 
V4" x 6” to 1Yy” x 24”. A complete line 
of chisels and gouges also are available. 


© . 


Draft ““Korektor” for 
Oil and Coal Space Heaters 


A NEW DRAFT REGULATOR to be known as 
the Draft Korektor, Type F, No. 906, has 
been announced by Cole-Sullivan Engi- 
neering Co., Minneapolis. This unit is a 





Draft regulator for space heaters. 


barometric balanced type control of 6-in. 
diameter for space heaters fired by either 
oil or coal. 

The blade is swung on knife-edge, non- 
clogging pivots, and is balanced by a pat- 
ented flat draft weight which is turned 


September 
1944 


edgewise to the gas stream on the inside 
of the unit. Fibre washer friction secures 
the adjustment without locking. 

The long tee side places the control 
well away from the flow of gases in order 
to keep it clean and offer minimum dis 
turbance from eddy currents. The unit js 
shipped installed in a flue pipe section, 
ready for installation. 


© 


Oil Distributors Protected 
Against Lower Compensation 


WITH THE ARMED FORCES now leasing half 
of the terminal bulk storage for fueloil in 
District I, it is desirable that fueloil dis. 
tributors keep their storage as nearly as 
possible filled to provide storage for the 
stocks needed to build up a pre-winter 
cushion. Believing that some are reluctant 
to do this because they fear prices may de- 
cline, Defense Supplies Corp. has moved 
to stop one such possible source of loss. 

On August 16, DSC announced that if 
prices should be cut (as of course they 
eventually will) due to a decrease in the 
transportation loading now being paid by 
the public, it will reimburse any distribu. 
tor for losses on storage due to such cuts. 
With present Eastern retail prices for No. 
2 fueloil in seaboard cities around 9¢, ap- 
proximately 1/¢ of this is revenue com: 
pensation that goes to DSC to partly re 
pay the increased cost of moving oil East 
by rail instead of by tanker. Should this 
revenue compensation be reduced by 1¢, 
and retail price fall to 8¢, DSC will pay 
the distributor the 1¢ cut on his bulk plant 
stocks as of the effective date. 


© 


OPA Drops Heavy Oil 
Gravity Price Scale 


RESIDUAL OIL PRICING on the basis of grav’ 
ity, adopted March 3, 1943, to encourage 
the production of industrial fueloils, has 
been revised and the heavy oil ceiling 
price established at the former price of 
13 to 15.9° gravity oil. These prices 
varied from 92 cents a barrel to $2.16 a 
barrel in 23 refinery and tanker terminal 
areas. 

It has been predicted for some time 
that the gravity scale would be abandoned 
since No. 6 oil has been selling generally 
under the ceiling price for the lighter 
grades. The present price along the East 
Coast north of Norfolk is $1.77 a barrel. 
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BLUEPRINTS FOR YOUR | 
HOUSE of TOM INGE OW 











YOU MAY HAVE SGRATCHPROOF FURNITURE | 


Chemical treatment of wood may make 


scratchproof furniture a post-war reality. Vf 


, set FILM 


fort and convenience in the post- 
war world...but then...as now, the 
KOVEN WATERFILM BOILER will be 
your best assurance of economical 
heating comfort. This smartly jack- 
eted boiler incorporates all the latest 
scientific developments to bring you 
quick heat, even room temperature 
and a plentiful supply of hot water. 
The patented construction of this fast 
steaming boiler cannot be dupli- 
cated by any other boiler on the 


Inventors promise many new 
improvements to add to your com- 


market. Made in a variety of sizes, | 


SECTIONAL SERIES for there is a WATERFILM BOILER for 


war plant or apartment és . 
house use...can be taken every type of home and industrial 


through a 2 foot door. building. 


WATERFILM BOILERS, Inc. 


154 OGDEN AVENUE JERSEY CITY, N. J. 
PLANTS: JERSEY CITY, N. J. © DOVER, N. J. 
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FUEL CONSERVATION... 


Today—A Wartime Necessity 
Tomorrow — A Profitable 


SALES ADVANTAGE 


































A-P Complete Furnace Control Set for gravity-fed Oil Burning Fur- 
naces. Preciston-built, includes sensitive thermostat, constant level 
oil control, fan switch and inbuilt transformer. 


Saving fuel oil — helping get more heat on less oil 
— is one of the reasons for A-P DEPENDABLE Oil 
Control Valves on today’s Heaters and furnaces. And 
lucky the owner of one of these A-P equipped heating 
units today, for if he does not already have THERMO- 
STATIC Temperature control, it can be easily added 
— for EXTRA fuel savings — in preparation for 
reduced fuel rations, 


When planned new “marvels” of heating convenience 
go to market, fuel economy will be one of their great 
sales features. It’s a promise already a reality in A-P 
research laboratories, where new A-P DEPENDABLE 
Oil Control Valves are already on test for tomorrow’s 
heaters and furnaces. Far advanced in control knowl- 
edge, A-P designers and engineers are today lending 
their talents to manufacturers planning new peacetime 
products. Watch for the benefits of their efforts. 
USE them on your new fuel control problems. 


AUTOMATIC PRODUCS COMPANY 


2458 NORTH 32nd STREET MILWAUKEE 10, WISCONSIN 


fp. DEPEND ABLE 


OIL CONTROLS 











New FHA Dealer Booklet 
Outlines Title [ Opportunities 


IN PREPARATION for a large volume of 
residential repair and modernization work 
expected when wartime restrictions can 
be eased, the Federal Housing Adminis 
tration has just issued a new booklet ex- 
clusively for the use of dealers and con- 
tractors. The booklet, which will aid in 
carrying out new Title I regulations effec- 
tive July 1, 1944, is entitled ““Here’s How 
To Make Sales and Satisfied Customers 
With FHA Title I Loans,” and is being 


distributed through qualified lending in- 
stitutions to dealers who originate Title I 
property improvement loans in connec- 
tion with their sales. 


The booklet was produced with two 
purposes in mind, according to FHA ofh- 
cials. First, it aims to give the dealer, in 
handy reference form, essential operating 
facts he needs to know in order to origi- 
nate property improvement loans which 
are eligible for discount by a lending in- 
stitution and for FHA insurance. Second, 
the booklet seeks to show what FHA ex- 


pects of dealers who participate in its 





Bowser Aviation 
Fueling Systems 
are made in a wide 
range of types and 

sizes, up to the 
high speed units with a delivery 
capacity of 4,000 g. p. m. If, how- 
ever, your special needs are not met 
precisely by any of the standard 
Bowser equipment, we can engineer 
and build just the installation you 
require. 





A few of the more important reasons 
why Bowser Fueling Systems were 
selected for many of the major air- 
ports in this country and around the 
world: 


ACCURATE MEASUREMENT— With 
Bowser’s famous Xacto Meter, the 


YOUR BOWSER FUELING SYSTEM 


fo your needs 


world’s most widely used meter, 
every drop of liquid must be meas- 
ured and recorded before it is dis- 
pensed. Xacto Meter easily meets 
all official tolerances. 


CLEAN, DRY, SAFE FUEL—A 
strainer, placed in the suction line 
ahead of the pump, catches any 
heavy particles, and any remaining 
dirt or free moisture is removed by 
the Bowser Centrifugal Filter. 


DEPENDABILITY — The dependa- 
bility of Bowser Systems is sup- 
ported by experience as liquid con- 
trol specialists since 1885, and by 
specific experience in the fueling of 
planes, since the birth of aviation. 
AVIATION Division, Bowser, INc., 
Fort Wayne 5, Indiana. 

















Not only has Bowser's war 
ee ae earned the Army- 
Navy E.. . Bowser equip- 











ment has helped earn it for 


| a 





scores of other companies. 





BUY WAR BONDS 





* * THE NAME THAT MEANS EXACT CONTROL OF LIQUIDS * xk 
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property improvement program. 

Part I of the booklet is titled ‘Facts 
About Title I Loans.” It contains such es- 
sential information as the maximum loan 
amounts, terms and finance charges al 
lowed under the Title I program as well 
as a discussion of the types of jobs which 
are eligible for this kind of financing. Also 
contained in Part I is a simple, step-by- 
step description of “how to make a dealer- 
originated Title I loan.” Accompanying 
this description are properly filled in sam 
ples of the forms used in the loan trans 
action. This section is designed for use by 
the dealer as an operating handbook, to 
assist him to eliminate delays and con 
fusions in consummating loans. It stresses 
also the necessity for the dealer to estab 
lish a working relationship with one or 
more qualified Title I lending institutions, 
to insure the quickest and most satisfac 
tory handling of paper originated by him. 

Part II of the booklet carries the head- 
ing, “The Dealer’s Responsibility.” This 
section points out that dealers who par: 
ticipate in FHA’s insured loan program 
are expected not only to originate loans 
in accordance with the Title I regulations, 
but also to employ sound, ethical selling 
practices. “There is no place in the Title! 
program,” the booklet states, “for dealers 
who use improper selling tactics such as 
over-pricing, false guarantees and mis 
representations of product.” 

The Title I program is expected to de- 
velop rapidly when wartime restrictions 
on critical materials can be lifted. During 
the war, the program has been directed 
into three main channels: (1) Loans for 
conversion to provide additional living 
quarters for war workers; (2) Loans to 
finance home maintenance and _ repaifs 
which are essential to health and sanita 
tion, and (3) Loans to finance installations 
to conserve fuel, such as insulation, storm 
doors and windows, and weather strip 


ping. 
© 

William R. Quattrochi has announced 
the opening of offices in the Chanin Build 
ing, 122 E. Forty-second Street, to engage 
in the brokerage and marketing of petro’ 
leum products. He had returned to New 
York from Chicago where he has been 
secretary and general manager of Allied 
Oil Corp. of Illinois. Before joining Al 
lied, he was in the New York sales divi 
sion of Cities Service Oil Co., and was 
later in the executive sales office. 


September , 
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FACTORY BAL- 
ANCED GATE 








ce 
OFF CENTER 
GATE MOUNTING 





MEANS no friction, no binding, no need 
for oiling, no fear of corrosion. In a 
word, it means no service calls for you 


MEANS it’s right, to the last de- 
gree. At installation you make 
a minor adjustment, then forget 
the control. It’s automatic as the 
sun! 


FACTORY BAL- 


MEANS greater sensitivity to draft 
changes. Fuel savings up to 25% 
(What a sales appeal today!) are pos- 
sible through this feature. 


ANCED GATE 
MEANS the gate is outside the range 
of fouling soot and gases. No warped 
Field gate will demand a_ profitless 


FF CENTER 
GATE MOUNTING 
service call from you. 
MEAN more uniform opening for air; 
more accurate control of draft. For your 
customers, greater fuel savings; for you, 
untold good will. 


® Write today for details on the com- 
plete FIELD line. Fuel savings range up to 
25%. Installation is quick, easy — no 
service calls. Install the finest, the Field. 





CONTROL DIVISION of 
Pe Pe 9) | ol oe 


MENDOTA ® ILLINOIS 
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* * * * * * * * 


CONSERVE 
VITAL WAR FUELS 
USE THESE MODERN 
COMBUSTION 
TESTING 
INSTRUMENTS 


to get accurate 


FUEL SAVING 
FACTS! 




















































Cooperate with our government’s tuei con- 
servation program and build your reputation 
for expert, fuel-saving service . . . by using 
these practical instruments to make effi- 
ciency tests of heating plants: 


The easy-to-use FYRITE quickly indicates 
COz in the flue gas, thus showing whether 
the fuel receives the proper amount of air. 
The Stack Thermometer test shows how 
well the furnace absorbs the heat of fuel 
burned. The unique FIRE Efficiency 
FINDER correlates CO2 and stack tem- 
perature readings to show at a glance pre- 
ventable chimney losses. The handy dry- 
type DRAFTRITE gauge is indispensable 
for properly adjusting the draft. 


The Department of Agriculture and the De- 
partment of Interior have shown that fuel 
consumption in most domestic heating plants 
can be cut up to 25% or more by making 
scientific. tests, repairs, and adjustments. 
That’s why you help your country, your 
customers, and yourself by equipping with 
these inexpensive precision-built instruments 
that quickly give you fuel-saving facts. 
Write for prices and particulars. 


DRAFT GAUGE 




















FIRE EFFICIENCY 
FINDER 












Complete Set is packed 
in handy carrying case. 


HEATING SERVICE DIVISION 


BACHARACH INDUSTRIAL INSTRUMENT co. 


7000 BENNETT STREET by PITTSBURGH 8, PA. 









Marshall Leaves P.A.W. 


WHEN HAROLD ICKES was appointed Pe- 
troleum Coordinator by President Roose- 
velt in June 1941, one of his first steps was 
to draft J. Howard Marshall to come to 
Washington as his chief counsel. 

A young California lawyer, Marshall 
had attracted increasing notice in major 
oil circles, including recognition of his 
liaison between the industry and Govern- 
ment in his writing of the Connally hot- 
oil bill. His thesis at Yale had been on some 
phases of petroleum operations. He had 








installation of the filter. 





points. 


2. You ensure an enthusiastic customer! When you ! 
eliminate break-downs and service calls your cus- 
tomer is not merely satisfied. He is so enthusiastically 
pleased that he tells his friends . . . brags about his 
burner. And this is the most effective form of adver- 
tising you can have. The kind that produces profits. 


FULFLO FILTERS for the Armed 
Forces are now sufficiently up to 
schedule so that prompt shipment 
can be made on filters for house- 
hold oil-burners. 


Get full details from your 
jobber, or write today to 


Baa 


COMMERCIAL FILTERS 
CORPORATION 


28 West Third St. 
Boston 27, Mass. 





REG U.S. PAT. OFF, 





SPECIFY FULFLO FOR POSITIVE DEPTH FILTRATION 
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been counsel for California Standard. 

In early September, after more than 
three years at O.P.C. and its successor 
P.A.W., Marshall is going back to San 
Francisco to his civilian work as partner 
in the law firm of Pillsbury, Madison, 
and Sutro. 

In addition to his duties as chief coun- 
sel for P.A.W., Marshall has been in re- 
cent months Assistant Deputy Adminis- 
trator, and in the absence of Ralph Davies 
he has been Acting Deputy. 

Few men who have come to Washing- 
ton have created so favorable an impres- 


| 





| DOUBLE EXTRA DIVIDENDS 


Every time you equip a customer’s oi! burner with a Fulflo 
Filter you do more than make a quick, clean-cut profit on the 


{ You also accomplish two things that pay you extra divi- 
dends without extra effort on your part. 


1. You take a load off your service department! Because, 
until it’s time to slip in a new Honeycomb Filter Tube 
a year later, you can be practically certain that the 3 
burner will remain free from dirty-oil troubles — will 
require no service calls for clogged nozzles or fouled 
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Model AS-4 with replaceable filter 
element. Capacity 20 G.P.H. - ap- 
proved by Underwriters. Throw- 
away unit, Model TU-4, has same 
capacity, costs about half. 
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sion on both industry and the Government 
agencies. No one was long in doubt as to 
where he stood on controversial issues: 
often as not his weight was thrown against 
the general agency party line. His spot 
will be hard to fill. 
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Herbert Spade to Rationing 


H. M. SPADE, fueloil and oilheating divi- 
sion manager for Robison Oil Co., Harts 
dale, N. Y., has joined the staff of the Fuel 
Rationing Division at Washington. He 
will probably stay only until the peak 
fueloil season starts in late fall, and then 
serve aS a part-time consultant. 

The Division asked Spade to come 
down to take over some of the work being 
done by Dexter Goldthorp and Geo. 
Clement in the Planning Section. Gold- 
thorp left the Division August 25 to go 
with Socony-Vacuum Oil Co., at New 
York. Clement, after four months full 
time work at Washington, returned to 
Modern Heat & Fuel Co., Philadelphia. 
Both Goldthorp and Clement remain as 
O.P.A. consultants and plan to devote 
part time to Government activities. 


© 
Judd and Keeton of O.P.A. 


Price Division Advanced 


ORVILLE D. JUDD, former price executive 
of OPA’s Petroleum Price Branch, has 
been advanced to Associate Director of 
the Fuel Price Division. W. Page Keeton, 
former chief counsel, now heads the Pe- 
troleum Branch as price executive. 
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Expect Oil To Be 
Allowed In Stand-Bys 


IT IS EXPECTED that permission soon will 
be granted by PAW to industrial and 
commercial heavy oil users to again switch 
dual equipment to oil. The residual oil 
situation in District I has improved suf- 
ficiently so that a change in PDO 13 is 
expected. 

Large consumers of industrial fueloils 
with dual installations are reported to 
have sizeable inventories on hand, and the 
anticipated tight coal supply makes it in 
advisable to keep fueloil burning facilities 
strictly as stand-by while the plants carry 
most of their loads with coal. 
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A fascinating prevue of profit-packed post-war prospects for live 


heating equipment dealers. Hot off the press . .. with information 
Drop us a line, NOW, with 


as fresh as today's front page news. 
mailing instructions for YOUR copy. 





MOST CONCENTRATED 
AUTOMATIC 





CatswKitt MetarWorks,|nc. carsxit.n.y. 
ONE OF THE LARGEST PRODUCERS OF ANTHRACITE STOKERS 











Give your postwar oil burners 
this extra sales feature 


G-E ignition transformers are remarkably effec- 
tive in reducing radio interference. The Class E 
design (electrostatically balanced) has the mid- 
point of its high-voltage winding grounded, and 
a grounded electrostatic shield is incorporated be- 
tween the high- and low-voltage windings. 

Remember, too, that these transformers provide 
an unfailing high-voltage arc—even igniting oil in 
an ambient as low as minus 10 C when the line 
voltage is only 70 per cent of normal. They also 
deliver ample current to overcome such conditions 
as cold spark points, and oil film on these points. 
A wide choice of mounting features makes instal- 
lation easy. 


Add them to your list of design “musts” 

Bulletins GEA-912D, GEA-2587, and GET-1004 
will bring you complete design and product data 
to add to your file of ideas for postwar improve- 
ments. General Electric Company, Schenectady 5, 
New York. 
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August Ration Amendments 


SIX AMENDMENTS to Fuel Oil Ration Or- 
der No. 11, Revised, have appeared since 
the last issue of the magazine. These are: 


AMENDMENT 18. Discontinues the use 
of Form R-544 after September 20, 1944. 
Starting September 21, Army, Navy, 
Coast Guard, War Shipping and other 
“exempt” agencies that formerly used 
R-544 are to use ration bank accounts or 
other conventional ration evidences, the 
same as a civilian consumer. However, a 
new form, R-594, may be issued by OPA 
in Washington to the Washington head- 
quarters of the exempt agencies, to be 
used only for transfers of oil to movable 
facilities, such as vehicles and boats. In 
the event Form R-594 is not available, a 
receipt on an official letterhead of the 
agency, bearing the signature of an au- 
thorized officer and giving the information 
required by Form R-594, is acceptable as 
ration evvidence. 

AMENDMENT 19. Forbids the issuance 
of fueloil rations for hot water, domestic 
heating or domestic lighting if the appli- 
cant has the use of electric equipment for 
these purposes. 





AMENDMENT 20. In issuing a space 
heater ration, no more than 550 sq. ft. 
may be counted for each heater, except 
that in Zone D, and in that part of sub- 
zone 15A located in Virginia, and in the 
municipality of Richmond, Va., the floor 
area ceiling is 950 sq. ft. for non-portable 
space heaters. In the Pacific Northwest 
the space heater area ceiling is 850 sq. ft. 
for non-portable circulating heaters hav- 
ing an output of 50,000 or more Btu’s. 

AMENDMENT 21. Withholds fueloil 
rations from anyone who destroys coal 
or wood burning equipment, or who sells 
it or gives it away without good reason, in 
order to obtain a fueloil ration. 

AMENDMENT 22. .A dealer who spoils 
a gummed sheet by pasting on it a cou- 
pon not identical with all other coupons 
on the sheet must not steam the mis- 
placed off and paste it on another sheet, 
but must take the whole sheet to his local 
board for an exchange certificate. Other 
alterations or mutilations of gummed 
sheets to which coupons are attached, 
such as changing or destroying the en- 
dorsement, are also forbidden. 

AMENDMENT 23. Two methods have 
been provided by which persons who 





failed to sign their fuel oil coupon sheets 


before depositing them with their dealers 
may satisfy this requirement. 

Fuel oil coupon sheets must be signed 
by the consumer and bear the date the 
consumer received them from the local 
War Price and Rationing Board before 
they are valid. 

1. In event the person to whom the 
coupons are issued fails to sign and in 
sert the required date on the sheet, he may 
authorize a member of his family to do 
so. This should be done in the following 
way: “John Doe, by Mary Doe, wife,” 

r “Jane Doe, by Mary Doe, daughter.” 

2. In cases where this is not conven: 
ient, the consumer may use an alternate 
signature sheet which dealers and sup 
pliers may wish to prepare for their cus 
tomers as an accommodation, or which 
the consumer may prepare himself. In 
either case—whether prepared by the 
dealer, supplier or by the consumer—the 
form must contain a statement by the 
consumer as follows: 

“Since I did not sign and date the fuel 
oil coupon sheet specified below when I 
received it from the War’ Price and Ra’ 
tioning Board, I request that this state- 








SHOWING INSIDE 
CONSTRUCTION 


port of .045. 





"cushion" 


ANSI 
NOTE-GRADUAL EC 


Disc shown in neck or control chamber of valve is set upon a hex ''seat"’ 
bottom of disc, thus presenting one size each time disc is picked out and reset. 
—beginning with .095—a reduction of the vent port is secured—thus .085—.075—.065—.055 and the smallest 


Deypyeg 





(OEP ICE CONTROL | 





Designed particularly for Oil Burning or automatically fired jobs. 


Air which fills each unheated radiator must be driven out by 
entering steam before heat is obtained. Using this air as a 
and limiting or increasing its elimination time, the 
largest or smallest radiator, whether it be near or far from the 
boiler, can be heated at the same time, thus balancing the job. 


The NYAVCO Orifice Control Air Valve, with its six variable 
venting ports, makes this possible. 
easily adjusted and then 


"locked in" 


justment does not depend on thread or needle valve principle. 


NYAVCO vents three to five times faster than ordinary valves, 
because of unusually large vent port. 


Spl eigl 

















New York Air Valve Corporation, 611-621 Broadway, New York 


Has a definite metered disc, 
thus tamper-proof. 


which fit into hex-socket on 
As each resetting is made 


MAKERS OF AIR VALVES 
SINCE 1898 
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ment, which has been completely filled out 
before being signed by me, be substituted 
for such signature and dating and that 
it be attached to the stub of the coupon 
sheet.” 

In addition to the above statement the 
following information must appear: 

The serial number of the coupon sheet 
and its gallonage value at the time it 
was received, the date it was received 
from the board; the address where the 
ration will be used; the date the alternate 
signature sheet is signed; the applicant’s 
signature and the applicant’s address. 

The signature sheet must be attached 
to the stub of the coupon sheet deposited 
with the dealer or supplier. 
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Indoor Climate Institute 
Forum at Detroit, Sept. 21-22 


LABELED AS A CONSERVATION and Post- 
war Planning Conference, a two day open 
forum is to be conducted at Detroit Sep- 
tember 21-22 by the Indoor Climate In- 
stitute, of which P. B. Zimmerman is 
president. 

“The American public,” says Zimmer- 
man, “with a hundred billion dollar sav- 
ings represents unheard of purchasing 
power. Manufacturers in all lines are out 
to get their share of these dollars. Too 
small a percentage of the public have 
ever concerned themselves about heating 
equipment, or exercised any active buying 
influence on installation. This condition 
must be changed,” he continues, ‘“‘and 
ICI. has a sales job, an educational job to 
do with the American public.” 

National leaders in reconversion plan- 
ning will highlight the business sessions, 
the luncheon and banquet on the 21st. 
Group seminars will be held Friday morn- 
ing, the 22nd, with the annual election 
Friday afternoon. 
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National Home Builders 
Exposition, Jan. 15-20 


TIED TO THE THEME, “We Must Be Ready 
for Our Unprecedented Opportunities,” 
the National Assn. of Home Builders of 
the U. S. will hold a six day exposition at 
Chicago’s Hotel Sherman, January 15th 
to 20th, 1945. This is not a typical home 
show for the general public, but rather for 
Professional builders and architects, with 


total attendance of 3,000 to 4,000 ex- 
pected from all parts of the country and 
Canada. 

The exposition will occupy four exhibit 
halls, with a total of 30,000 square feet of 
space. Exhibits will not be in the conven- 
tional booths, but in designed settings that 
tie in with the overall character of the 
surroundings. Exhibitors will buy square 
footage of space, with shape of space op- 
tional. Costs are $300 for 16 sq. ft.; $500 
for 32 sq. ft.; $700 for 45 sq. ft. 

Related products will be grouped in 14 
areas of the display space, with one such 


area assigned for heating, airconditioning, 
plumbing and electrical equipment. 
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Westinghouse to Market 
Evanair Oilfired Heating 


DISTRIBUTION OF THE COMPLETE oil-fired 
line of Evanair heating equipment will 
be handled nationally and exclusively 
through the seventy-nine offices of the 
Westinghouse Electric Supply Company, 
according to a statement just released by 


A. W. Shields, General Sales Manager, 
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GOODALL “Newtype Cord” 


NON-FLATTENING, KINKPROOF 
| CONSTRUCTION .. .¢ patented fea- 


| ture incorporating the use of: a: continuous 
| spiral of hard spring steel wire to reinforce 
the strong rubber-and-duck carcass. This as- 

sures exceptionally high resistance to crushing 
| or other distortion of the perimeter of the 


hose. On the reel or off the reel, Newtype 
Cord" retains its full roundness—there are no 
| 


kinks to retard the flow of oil or take the 


driver's time to straighten out. 





New York - 
Goodall Rubber Co. of Calif. 


| Factory—Trenton, N. J. 


Chicago - 





THE GOODALL-WHITEHEAD COMPANIES 


Goodall Rubber Co. of Texas 


“ Synplastic” FUEL OIL HOSE 


NON-SWELLING "SYNPLASTIC” 
TUBE « .. Another advantage of "“New- 
type Cord" that contributes to faster flow 
and quicker fuel oil deliveries. The “Synplas- 
tic’ tube, unlike rubber, will not swell under 
contact with oil; so the original inside diameter 
of the hose is retained indefinitely. 


YOUR DRIVERS will find “Newtype 


Cord" the easiest-handling hose they've ever 
used . . . light in weight; quickly reeled and 
unreeled; free from kinks. It will pay you to 
put this money-saving hose on your trucks, 


now, and be prepared to CUT COSTS on Fall 


deliveries. 


Contact Our Nearest Branch or Main Office for Details 


WE ARE 
* PARTICIPANTS IN THE 
OWNERSHIP AND OPERATION 


NATIONAL SYNTHETIC RUBBER 


Pittsburgh - Boston 


CORPORATION 





Established 1870 


74 Years of "Know How" — Our Most Valuable Commodity 
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Evanair Division, Evans Products Com- 
pany, Detroit. 

Two developments of special interest 
will be presented when the new postwar 
Evanair line is introduced, Mr. Shields re- 
vealed. The first will show mechanical im- 
provements, discovered by Evans’ engi- 
neers while producing thousands of 
“midget” heaters for the military forces, 
now incorporated in the peace-time Evan- 
air models. The second feature focuses 
upon the degree of styling, incorporated 
in the new Evanair cabinet units. Walter 
Dorwin Teague, industrial designer, was 
retained by the Evans Company to style 
the line, and final designs are now near- 
ing completion. 

} 


Phila. Manpower Survey 


THE PHILADELPHIA Regional office of the 
Office of Civilian Requirements and the 
Electrical Association of Philadelphia 
have collaborated in the preparation of a 
25-page survey, “Why it Takes Four 
Years and Longer to Train an Oilburner 
Service Man.” 

A remarkable document, it goes into 
statistics of the area, the present man- 


power situation, and outlines in much de- 
tail the things a burner service man must 
know to be able to satisfactorily service 
burners today, when fuel conservation is 
so vital. 

Enlisting the aid of O.C.R. is in itself 
an accomplishment, since such studies are 
normally of interest only to War Man- 
power Commission. In this instance, 
W.M.C. has acted favorably on a num- 
ber of manpower problems highlighted by 
the other agency’s research. 
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“Oil For Tomorrow” 


Booklets Available 


LAST WINTER, when there was so much 
newspaper publicity about long-range oil 
shortage, the Oil-Heat Institute published 
“Oil For Tomorrow,” a convincing book- 
let for consumers to dispel any fears on 
this point. Burner manufacturers, dealers 
and oil companies distributed 415,000 of 
these to their users. 

The Institute has left on hand about 
43,000 and these should be promptly put 
to use; they do no good unless read. The 
fact that men in the industry now know 





that no oil shortage is in sight tor some 
generations does not mean that the gen. 
eral public is so well aware of it. 

Every dealer should have a supply of 
these booklets, either to broadcast to a! of 
his customers, or at least to be able to hand 
out to anyone who brings up the subject, 
They are sold at the net printing cost, of 
6¢ each, in lots of 25 or upward. Order 
direct from Oil-Heat Institute of Amer. 
ica, 30 Rockefeller Plaza, New York 20, 


N. Y. 
© 
L-79 Again Liberalized 


PROVISIONS OF L-79 were relaxed slightly 
on July 26, when the order was again 
amended to allow the sale of hot water 
storage tanks and expansion tanks to con- 
sumers without preference ratings. It 
was pointed out that such tanks are now 
used principally to replace existing tanks 
which cannot be repaired. 

Low pressure steel heating boilers de- 
signed to burn oil or gas also were re- 
moved from the requirement of ratings 
from consumers, though coalburning steel 
boilers were left in List A. 

The revised L-’79 also provides that 

















“EDCO” PRODUCTS ARE 
WORTH WAITING FOR! 


Right now, “EDCO” production is 
bigger than it ever was in peacetime. 
Due to the ever increasing demand for 
“EDCO” Pumps, Pressure Regulating 
Valves, Pipe Line Strainers and Spray 
Nozzles by our Armed Forces, there is 
nowhere near enough left to meet the 
civilian demands — but they will be 
worth waiting for. 

“EDCO” products have been good in 
the past. They will be better in the 
future—proved on the battle fronts of 


dependability assured by the vast ex- 
perience and unusual exacting manufac- 
turing standards which are adhered to. 

With Victory and Peace, “EDCO” 
production lines will keep right on pro- 
ducing trouble-free accessories to help you build the better 
world for which we are all fighting. 





Fig. 246 


Note: Place your orders now for fall delivery. 
“Specify EDCO Products on Your Next Order.” 


EDDINGTON METAL SPECIALTY C0. 


P. O. BOX K, 


EDDINGTON - PENNA. 





this war. They'll have still greater - 
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Plenty on the Fighting Front 
TODAY.. 
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Plenty on the Home Front 
TOMORROW.. ee $i 


FUEL OIL 


GULF OIL CORP.—GULF REFINING CO. 


PARK SQUARE BLDG. 
BOSTON 17, MASS. 


1515 LOCUST STREET 
PHILADELPHIA, PENNA. 
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17 BATTERY PLACE 
NEW YORK, N. Y:. 


NICHOLAS BUILDING 
TOLEDO, OH!0 
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NEW 


Type F,.906, 6” dia. 


“Draft 


KoreKtor”’ 


FOR SPACE HEATERS 


A BIG VOLUME item for you—an efficient FUEL SAV- 
ER for your customers. Delivered as shown above, with 
long tee side. 


The C.S.E. Draft Korektor holds stack draft to the “ideal 
minimum” required for clean, efficient combustion—result 
10% to 25% fuel savings. Fully automatic, pre-balanced at 
factory, easily installed, requires no servicing. Exclusive 
features include knife-edge, anti-friction pivots, and pat- 


ented draft adjuster. 
Fuel Gavi 
Seats With 


Write today for full information. 


A complete tine of draft controls 

















CONTROL 


—— for every size and type of heating 


(So 


and power plant. 


Cole-Sullivan Engineering Company 


1300 N. Third St., Minneapolis 11, Minn. 


+ 























44 Me Name Ae 
Rememter 


— for oil burners . . . oil-designed 
furnaces and boilers that assure you of: 


v Satisfied, loyal customers 
v¥v Minimum service trouble 
v¥v Efficient, economical operation 
¥ Design features that sell 


¥ Profitable manufacturer-dealer 
relations 


GENERAL OFFICES: MILWAUKEE, WISCONSIN 
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FOR CUSTOMER 
SATISFACTION 
Install 
ROCHESTER 
“UNIVERSAL” 
GAUGES 


R OCHESTER “Universal” Gauges are built especially to meet 
the requirements of basement type oil storage tanks. Double dial 
—one visible to the delivery man outside the cellar, and one for 
the owner inside—is a convenient and much appreciated feature. 
Widely spaced, generous size graduations and figures are made 
possible by the extreme length of the dial which rotates through 
a 300° arc. There’s no chance of leakage either. 

The same magnetic principle used in Rochester Gauges to 
bring safety in gauging hazardous liquids under pressure is em- 
ployed in these “Universal” Gauges. That’s why they’re listed as 
Standard by Underwriters Laboratories. Rochester “Universal” 
Gauges are easy to install in any location on the tank and without 
the necessity of emptying the tank. Obtainable on AA-3 priority 
from your jobber. 


ROCHESTER MANUFACTURING CO. 


8 ROCKWOOD STREET, ROCHESTER 10, N. Y. 
Makers of Fine Gauges “FOR THE TRUE INSIDE STORY” 


ROCHESTER Cemegend INSTRUMENTS 


FOR ACCURATE TEMPERATURE INDICATION 
























General Controls K-20 Series Valves have a wide 
range of applications where single needle port sizes 
provide sufficient flow capacity. Extremely practical 
and simple in design. Body of high-grade brass. All 
internal parts are bronze or stainless stee!. K-20 Valves 
are two-wire, current failure, no hum, packless con- 
struction. Available for any voltage either A.C. or 
D.C. Write for catalog. 


Wartime Manufacturers of Electro-Magnetic and Temperature Controls 
for Aircraft « Peacetime Producers of Automatic Pressure, Temperature, 
and Flow Controls 


GENERAL CONTROLS 


801 ALLEN AVENUE ¢ GLENDALE 1, CALIFORNIA 
Bronches: Boston * New York « Philadelphia + Cleveland » Detroit 
Chicago * Dallas + Denver + Son Francisco 
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when plumbing and heating equipment is 
to be used in residential construction, ap- 
plication for preference rations should be 
made on Form WPB 2896, and filed with 
the Federal Housing Administration’s 
nearest field office. 

The AA-3 rating assigned to sellers to 
enable them to purchase and maintain an 
inventory may no longer be used to get 
repair parts for stoves rationed by OPA. 
This puts control over domestic cooking 
appliances and heating stoves solely under 
L-23-c, and removes it from L-79. 


© 


E. T. Selig, Jr. has been appointed as 
Director of Engineering of the Rybolt 
Heater Co., Ashland, Ohio. Mr. Selig’s 
most recent connec- 
tion was with the 
construction of the 
Geneva Steel Works 
at Geneva, Utah. 
Prior to this he was 
Chief Mechanical 
Engineer for the con- 
struction of Camp 
Hale, Col., and Chief 


Research Engineer 





for Campbell Taggart Research Corp., of 
Kansas City, Mo. 


M. J. Boho has been appointed assistant 
general manager of sales of the Hagan 
Corporation of Pitts- 
burgh. Before join- 
ing the Hagan Corp. 
in 1936 asa sales en- 
gineer, Mr. Boho had 
been two years with 
the Bailey Meter Co. 
and three years with 
the Potomac Electric 
Co., Washington, 
D.C. 

Charles L. Saunders, former vice presi- 
dent of Minneapolis-Honeywell Regula- 
tor Co., has resigned as heating branch 
chief of the W.P.B. Office of Civilian Re- 
quirements, to become vice-president of 
Wheelco Instrument Co., Chicago. 





H. I. Beardsley, veteran executive in the 
sales department of Pittsburgh Equitable 
Meter Co., has announced his early inten- 
tions of retirement from active business. 
Mr. Beardsley who numbers his friends by 
the thousands in the Petroleum and Public 
Utitity fields, has had an active and pro- 


ductive career with the Pittsburgh organ- 
ization dating from his original employ- 
ment as a water meter salesman in 1912, 


Joseph R. McCoy is one of the four new 
Philco sales executives who have been pro. 
moted to positions as division managers in 
the Company’s postwar distribution or. 
ganization. The others named are: Joseph 
A. Bilheimer, manager of the Central Di- 
vision, with headquarters in Chicago, I!l.; 
John F. Leahy, manager of Philco’s 
Yankee Division, with headquarters in 
Boston, Mass.; and John E. Ramsey, man- 
ager of the Company's Southwest Divi: 
sion, with headquarters in Kansas City. 


Walter C. Leitch, Sales Manager, and 
Irving C. Jacobs, Export Manager, have 
been elected to the Board of Directors of 
the Gilbert & Barker Mfg. Co., West 
Springfield, Mass. 


A. J. Kerr has been appointed general 
sales manager of Pittsburgh Equitable 
Meter Company-Merco Nordstrom Valve 
Company. Mr. Kerr has been with the 
Company for twenty years and was dis- 
trict manager of the Midwest headquar- 
ters at Tulsa, Oklahoma prior to his ap- 
pointment. 













SERVICE 
FUNDAMENTALS 


Citburners ond Parts 











Operation and Maintenance of 
Oilburner Motors, Pumps, 
Valves, Glands, Nozzles, 
Wiring, Fireboxes, etc. 


PRICE $1.00 


FUELOIL & OILHEAT 


23% Madison Ave. New York City, 16 








TYPICAL CONTENTS: 


Keep ’em Rolling—Fundamentals of electric motor testing 


and service, in Two Parts. 


Locating Wire Defects—Covers entire installation. | 


Nozzle Science and Service. 


Service on Pressure Burners—Oil pump troubles. 
Service on Two-Stage Oil Pumps—Discussion of pump refine- 
ments for pressure burner experts. 


Crippled Radiators Waste Oil. 
To Get More Draft. 


Service on Automatic Oil Valves—Bellows and piston type 


valves used in fuel units. 


Service on Pump Glands—Stoyping oil leaks caused by shaft 


seal trouble. 


Burner Adjustments When Oil Specifications Change. 
Block That Loss—Most installations are overfired. 
Engineered Firebox—Combustion chamber discussion. 
Printed on heavy offset paper. Durable, heavy paper cover. 
8Y,” x 11”. 36 pages. Illustrations. 


Price $1.00 per copy 


(We Pay Postage) 


Please send check, money order or cash with order, as we would like to avoid 
bookkeeping on the thousands of small orders we handle to service the field, 


FUELOIL & OIL HEAT, 232 Madison Ave., New York-16, N. Y. 


A Helpful Volume 
For Dealers, Ser- 
vice & Installa- 
tion Men, 
Trouble Shooters | 


This collection of recent 
articles from FUELOIL 

& OIL HEAT gives with- 

in one cover much use- 
ful information and many 
valuable ideas, for use 
with gun-type burners. 


| 


and 








confidence. 
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{Employment subject to WMC rules.) 


Henri, Hurst & McDonald, Inc. 
520 North Michigan Avenue 
CHICAGO 11, ILLINOIS 


OPPORTUNITY 


for an Outstanding 


MECHANICAL ENGINEER 


ARGE MIDWEST FIRM noted for its outstanding de- 
velopments requires services of a top-notch 
designer of mechanisms and mass production 
steel products. 


Must be able to handle important design responsibilities 
connected with product development covering a broad 
field of high-grade consumer products. 


Position requires mature judgment and independent 
ability to bring an idea through all stages of design and 
development up to practical and economical manufacture. 
He should have broad knowledge of manufacturing pro- 
cesses and a keen realization of cost factors. 


Company management is strongly engineering-minded 
and provides a maximum of facilities and encouragement 
| for this important work. 


Write in detail as to your experience, education, family 


and draft status, and salary. Your letter will be passed on 
to our client immediately and will be treated in strict 
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Comer Nome 


New! Convenient? (om: — 


HEATING RECORD 
CONTAINER 
For Your Customers 


FREE 


TO ALL OIL BURNER 
and FUEL OIL DEALERS 


As illustrated—especially designed as a container 
for fuel oil ration coupons. Front has place for 
customer’s name and ruled form for keeping a 
complete record of fuel oil purchases. Reverse side 
lists 12 points on how to save fuel and has place 
for dealer imprint. 






























































A gift your customers will appreciate 
—and it’s FREE—to help you build 
post-war business and to get profitable 
service and accessory sales now. 
ORDER TODAY. State number de- 
sired using your business letterhead. 


¥ Wayne Victory Heating Manuals 


They’re FREE to all Oil Burner and 
Fuel Oil Dealers. Order your supply 
of these manuals now. State number 
needed using your business letterhead. 





WAYNE OIL BURNER CO. 929 GLASGOW AVE. 
FT. WAYNE 4, INDIANA 


WAYNE’S V-DAY LINE 


WILL BE 
COMPLETE 























STREAM™MLINE 


MOTORS 


Add to the appearance of and provide 
reliable power for modern appliances 


Types—Split Phase and Capacitor 

Speeds—1140, 1725, 3500 RPM 

Power—1/20 to 2 HP, depending on speed 

Voltages—Up to 220 A. C. 

Frequencies—60, 50 and 25 cycles 

Bases—Solid, Resilient or Flange 

Mountings—Horizontal, Sidewall, Ceiling or Vertical, 
with shaft up or down 











OHIO 


What is your problem? 


THE OHIO ELECTRIC MFG. CO. 


5913 MAURICE AVE., CLEVELAND 4, OHIO 
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Fully Automatic Self-Priming 


Capacity: Leak-Proof 

30 gal. per hour All Parts 

Vapor and Interchangeable 
Oil Tight Trouble-Free 


Passed by the Underwriters 
WRITE TODAY FOR T.U.X. PUMP FACTS 


TEESDALE MANUFACTURING CO. 


427 MARKET AVE., GRAND RAPIDS 3, MICHIGAN 








BURNER 







MoNARCH 






Accessories 







NOZZLES: Production is at the highest rate 
in our history, but quantity orders must be 
placed well in advance of required delivery 
dates. Emergency orders for one or two 
nozzles are being shipped immediately. 


AIR CONES & STABILIZERS: Sizes for 314”, 4’, 
414”, 434” and 6” I.D. air tubes in stock. 


REGULATING VALVES & STRAINERS: Immedia- 
ate shipment of some models of piston and 
double diaphragm valves and Type E 
strainers. 






Write for Catalog D 






MONARCH MFG. WORKS, INC. 


E. WESTMORELAND & SALMON STS., PHILADELPHIA 34, PA. 
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Oilheating Trends 
(Continued from page 13) 





volatility of No. 2 through the introduc- 
tion of 40 per cent kerosene, and all agree 
that this will work, but with two big “ifs” 
... if we can find the kerosene, and if we 
can work out the price angle satisfactorily 
—the two “‘ifs” are closely related. 

From this month’s industry reports it 
appears that 22.8 per cent of all central 
heating burners in District I must have 
the high gravity oil—these are all burn- 
ers that operated on No. 2 last season. 
This is over 300,000 burners. In addition, 
about a quarter million flue-connected 
space heaters in the District used No. 2 
last season, plus some 67,000 water heat- 
ers. Where water heaters are installed 
to supplement a pot-type warm air unit 
they frequently draw oil from the same 
tank. In all, about 12 million barrels are 
affected—this much must be light prod- 
uct. The total rationed demand for No. 
2 in District I is 56 million barrels. This 
points up the fact that in the past more 
than three-fourths of the No. 2 oil sold 
in the East has been lighter than neces- 
sary. The present heavy No. 2 is satis- 





factory for 42 million barrels of the de- 
mand if burners are adjusted with more 
air to handle it. 

In that connection, 62 per cent of the 
distributors reporting this month say they 
are adjusting their gun burners for more 
air, and they expect to get this done on 
69 per cent of their accounts. This indi- 
cates that about 43 per cent of all gun 
burners in District I will be so adjusted 
before they start giving trouble—too low 
a figure, but manpower is the principal 
deterrent. 

If 12 million barrels of the blend are 
to be provided, about 4!4. million barrels 
of kerosene will be needed. P.W.A. points 
out that it can find only a half million 
available for the purpose. So the other 
four million must come from somewhere 
else. From anything now in sight, the 
only place to get it is to take it away from 
present kerosene users, most flue-con- 
nected space heaters now using kerosene 
but who could use the blend just as well. 

Distributors reporting were asked how 
much of their present kerosene sales could 
be switched to use the proposed blend if, 
by margin adjustments, it could be made 
profitable for them to undertake the effort. 


The weighted answer is 12.9 per cent. 
With District I kerosene demand now 37 
million barrels (including onshore mil. 
tary) 12.9 per cent would be 4,773,000 
barrels. But 40 per cent of this would he 
needed to make that much of the blend, 
so the net kerosene saving would he 
only about 2,864,000 barrels, or Not 
enough to meet the need. The balance 
would have to be found by P. A. W. One 
New York refiner reports a Navy can- 
cellation of a kerosene order, so perhaps 
that specific demand is easing. 

The price angle enters the picture with 
a bang. O.P.A.’s price division feels that 
if it is necessary to sweeten No. 2 by add: 
ing kerosene to bring it back to a volatility 
it formerly had the public must not be 
charged more than present No. 2 price . .. 
that the economic adjustment must be 
borne by the refiner. They well know 
that the reason for dropping the gravity 
is emphasis on war product, but point 
out that the war product is profitable and 
that present No. 2 is a degraded product 
and not worth as much as the former 
fuel, on which current price ceilings were 
based. They also realize that for the 
distributors to have to handle an extra 
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KLEEN-FLO increases oil burner 
efficiency — one quart conditions 
500 gallons of oil—simply add 
thru oil fill line. For EXTRA year- 
round profits feature KLEEN-FLO— 
Get the profit making facts today. 


Liguid 
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COMBUSTION UTILITIES 
CORPORATION 
1451 B 
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jee | H. HARSCH & COMPANY,, Inc. 
j 230 Tuscan Road, Maplewood, N. J. 
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HARSCH 
NOZZLES 


DEPENDABLE ACCURATE 
PRECISION FINISH 


If you can’t always get prompt de- 
livery on Harsch Nozzles, remem- 
ber that thousands are going to 
our fighting fronts. 


However, increased production en- 
ables us to supply our trade, and 
fill emergency orders for new ac- 


Place your order now, for the com- 




























































THE GENERAL SAYS “BE PREPARED!” 


Dealers may find this Fall and Winter a memorable one, due to the large volume of 
service calls. Those who order their GENERALS now will be prepared. GENERAL 
FILTERS are real money-makers, and trouble savers. Easy to sell and install, they 
are serviced with a quick twist of the wrist—no tools required. 

The GENERAL removes all waxes, dirt and other foreign matter which clogs nozzles, 
and saves wear and tear on burner parts. 

MODEL 2A-300 FOR ALL POWER OIL BURNERS. MODEL 1A-50 FOR SPACE HEATERS, 
WATER HEATERS AND FUELOIL RANGES. 


Excellent design—Fine workmanship. A good record of service to the Field. Dependable. 


General Filters, Inc., 14435 Grand River Ave.. Detroit 27, Mich. 


ee GENERAL ‘oi. FILTER Big 
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Listed: Re-Examination Service, Underwriters’ Laboratories 











Remove Fuel Oil Soot With WATCH “WHECO” 
x §0 oot Scam Mp WAR SERVICE TODAY. . . . 


IMNEY SWEE CIVILIAN & DEALER SERVICE TOMORROW! 
cH p 
(~~ 


Our oilheating equipment has served the 
The leading fuel oil soot destroyer Homefront and The Fighting Front, through 
for 16 years because it is quick, 5 Rib: 2 
thorough and economical. Distribu- the war, with distinction. 
tors include: 

For Post-War, WHECO will have the best in 


Robert Barclay, Inc., Chicago 
burners and service for its dealers. 


Sid Harvey, Inc., Valley oll eG 
R. E. Michel Co., Baltimore 
Westchester Home Equipment Co. 
432 Austin Place New York, N. Y. 








W. C. Bettilyon, Boston 
Janney, Semple, Hill, Minneapolis 
If your jobber can’t supply you, send us his 
name and $1.00 for large size package, postpaid. 


SIMPLEX HEATER CONTROL CO., 329 Bag MINN, 
































Bock iii DILBURNING § 
WATER HEATERS § 
INTERMITTENT OPERATION 
ELECTRIC IGNITION 








WITH BOTH VAPORIZING AND 
PRESSURE TYPE BURNERS 
Cuatlabde in Six Sizes. 
“WRITE OR WIRE TODAY FOR 
COMPLETE INFORMATION 


BOCK CORPORATION ff 


MADISON WISCONSIN | 























Hundreds of Thousands in 


PREFERRED Use the Let's protect 
ORAFT-A-JUSTOR existing installa- 
The Original. Still the Best. VINGO a mee 








Use. ¢ Holds the draft con- METHOD serve fuel, with 
stant in the fire box. « Scien- | for VINCO Products— 
tific draft control forthe small- : 
est to the largest jobs. « Cleaning & endorsed by leading 
Stove, domestic, and commer- | Conditioning PEEL 
cial sizes from 4” to 24” in | HEATING 


Write for ~diameter. ¢ Industrial sizes 
liter r d 
wade orice from 24” x 24” to 5’ x 12’. | SYSTEMS 


PREFERRED UTILITIES MFG. CORP. | THE VINCO CO., Inc. 


Ask For Folder “K." 








1860 Broadway, New York 23, N. Y. Boston Office: 839 Beacon St. 








305 E. 45 St., New York 17, N.Y. | 
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product increases his delivery expense and 
hence calls for more margin, but again 
they believe that this expense should be 
borne by the refiner. 

In other words, they feel that if the 
present No. 2 will not perform its func- 
tion it should be cut in price, so that when 
kerosene is added for the proposed blend 
the present retail price will not have been 
raised. Moreover, they believe that if 
present kerosene users are to be sold the 
blend, they must be charged less than 
kerosene price for it. O.P.A.’s position is 
sound, but its implications of delay point 
to somebody going chilly this winter. The 
economic study to measure the value of 
a gravity, a pour-point or a flash-point, 
not to mention a 10 per cent point and all 
the other points, would be quick if com- 
pleted in a year. So some horseback com- 
promise is a must. 

Feet-dragging on the solution of the 
problem are several important refiners. A 
few have never sold a high gravity No. 2 
—they passed up the vaporizing burner 
business; they claim that their heavy No. 
2 is within the lower range of the specifi- 
cation and that there is no justification 
for cutting their price. One substantial 





refiner, because of the nature of his war 
product, is going to be able to supply a 
35 gravity fuel throughout the winter 
on all of his direct accounts, so he is 
yawning. Two others had a weak kero- 
sene position under Directive 59, they 
can’t get kerosene to make a blend with- 
out a tedious re-allocation proceeding, so 
they say, in effect, “‘let’s skip the whole 
thing—the European war will soon end 
and we'll have more light product.” None 
of these feet-draggers are within the half 
dozen largest companies, but their voices 


-in council are as strong as the largest. 


Taking the worst view, and assuming 
a satisfactory solution is not soon found, 
what then? Fueloil distributors who 
have a lot of customers with these critical 
burners say they will simply switch them 
to straight kerosene. Kerosene margins 
are much wider than No. 2, enough to 
pay for the educational job of showing 
customers why they should burn kero- 
sene—pointing out that as a temporary 
war condition No. 2 is degraded, is too 
coarse for their precision equipment, and 
that kerosene is the only answer for the 
moment. 

If that happens, the increased kerosene 


demand will not be 4% million barrels f 


but 12 million. If P.A.W. with its pres. 
ent District I kerosene program of 37 
million barrels can squeeze out only a 
half million to help the blend, what would 
it do with an added demand of 12 mil 
lion? Come Christmas, we would have 
much of the kerosene stocks tucked away 
in 275-gallon basement tanks, with little 
available for Mrs. O’Grady’s range burner 
in a New England tenement. Tenement 
dwellers are not particularly reticent 
about saying what they think, so the six 
New England governors would soon be 
back on the White House doorstep and 
P.A.W. faces would be infra-red. 
Meetings of committees and subcom- 
mittees are now being held at least weekly 
so the answers may be just around the 
corner, but they will have to come through 
compromises not yet being offered. 


© 


Frank E. Bodine, Utah and Idaho repre 
sentative for the Westinghouse Electric 
Manufacturing Co. since 1928 and man: 
ager of the Salt Lake City office since early 
1941, has been transferred to San Fran- 
cisco aS manager. 












GUARDIAN 
FLEXIBLE 
COUPLINGS B 


This exclusive direct drive coupling, with rubberized 
cushion gripped permanently, has no parts to get out 
of order, or to lubricate. Minimizes misalignment, free- 
end float, and backlash. Custom-made for specific job. 

Immediate attention. More 
than 300,000 tested and 
ft proved in oil burners dur- 
ing the last five years. 


Regular Guardian Coupling 


88. 


Sleeve end of coupling is 
close sliding fit on blower 
wheel hub. Power is trans- 
mitted through four spline 
ribs of coupling fitting 
four spline grooves in 
blower wheel hub. 





Manufacturers, Jobbers or Dealers — 


GUARDIAN UTILITIES CO. 


218 E. Michigan St., Michigan City, Ind. 








Rajah 


HAND 


AND ALSO CRIMPS 
Rajah Terminals to ignition cable 
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FLEXIBLE 
COUPLINGS 





details and prices. 


Pat. & Pats, Pend, 








For NOISELESS Oil Burners, Protected from Vibration ! 
TYPES “UX” DOUBLE-FLEX and “IA” UNIFLEX . 


DELIVERY NOW ! ANY QUANTITY 


Correct for misalignment. Protect from surge. Insure silence with L-R superiorities. Non- 
Lubricated. Sizes for all installations. Immediate business in air conditioning also. Ask for 


Fans supplied by fan makers with L-R 
jaws on hubs. 


LOVEJOY FLEXIBLE COUPLING CO. 


5012 W. LAKE ST., CHICAGO 44, ILL. 














HAGO 


Reminds You! 


THE HEATING SEASON IS ALMOST 
HERE, DELIVERIES TAKE LONG- 
ER IN WAR TIME. ARE YOU 
STOCKED UP TO MEET YOUR 
FIRST RUSH? 


HAGO PRODUCTS 
a 592 Hawthorne Ave., Newark 8, N. J. 

















More and more, 


it’s \\ ) it | | } ) that counts 


...and Cities Dervtve 


means good service! 


i 








SOME GOODS FOR 
CIVILIAN CONSUMPTION 
HAVE BEEN RELEASED 


“ * * 


Now You can buy 
Newark Controls 


BLOOMFIELD, N. J. 
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WR/TE FOR 
LITERATURE 


OIL SOOT 








DURABILITY 


THATS WHY 
CONSUMERS 
YOU INSTALL 


DEMAND 


n NEW YORK 





Are You Prepared 
for Peace? 





You can’t afford to be unprepared 
for peace. There’ll be an _ unprece- 
dented demand for oil burners—and 
an oney ee demand for Voltages from 5,000 to 15,- 
transformers. It will pay you to P 7 
arrange now for your peacetime re- 000. A variety of sizes 
quirements. Orders are now being and = mountings. Special 
taken for postwar delivery. types built to specifications. 


Dongan Electric Manufacturing Co. 
2981 Franklin Detroit 7, Mich. 
“The Dongan Line Since 1909” 








DESTROYER 
WAR ON FUEL OIL WASTE 


Simply spray E-Z, and the soot in fire 
chamber and flues vanishes instantly. 
Increases efficiency of oil. One trial will 


"EASY" TO USE... 


convince you. 
ECONOMICAL TOO! 

Makes satisfied customers. 
DISTRIBUTORS: Write for fine proposition. 








HEALY-RUFF COMPANY, 797 Hampden Ave., St. Paul, Minn. 
Enclosed find eheck ( ) money order ( ). Send the following prepaid: 


Ne. | pkg. ....$1.00 Name 


Ne. 5 pkg. .... 4.50 
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FUELOIL & OIL HEAT CLASSIFIED ADVERTISING 


se are payable in advance. The rate is '75 cents per 
line, with a minimum charge of $4.50 for six lines or less, 


pser! (c)\—_.< OIL BURNER 
SUPPLIES wie 


Save Fuel—Save Money. Barclay has complete stock fuel-saving 
devices—furnace regulator sets, temperature controls, draft regu. 
lators, insulating materials, filters, oil burner pumps. Write for 
our catalog of all installation accessories and replacement parts for 
oil burners and stokers. Robert Barclay, Inc., 130 N. Peoria St. 
Chicago, Ill. 


SALES ENGINEERS—Openings available with New England and 
Middle Atlantic §. T. Johnson Co. distributors. Must be familiar 
with horizontal rotary burners for #5 and #6 oil. Offers present 
opportunities to sell fuel oil and heating equpment and replace 
ments. Exceptional future in post-war period. State age, detailed 
experience, earnings and references. Address Box 470, c/o FUELOM 
& Or Heat, 232 Madison Ave., New York 16, N. Y. 


Help wanted by oldest dealer in New York City. GUARANTEED 
YEARLY SALARY. One Service Man for light oil pressure type 
oil burners. One Service Man for rotary cup burners for No. 5 and 
No. 6 oil. State age, salary, experience, and if you have car. Bor 
476, c/o Fugetow & Om Heat, 232 Madison Ave., N. Y. C. 





To dissolve fuel oil sludge in lines, tanks, and strainers, add bottle 
of liquid SLUDGE CUTTER. Harmless to metal, soluble in oil, 
safe flash. Specify Domestic or Industrial grade. 12 bottles to case. 
Distributed by: Bell Pump Service Co., W. Hartford, Conn.; Cronin 
Supply Co., Cambridge, Mass.; E. L. Kimball Co., Malden, Mass.; 
Langley Sales Co., Greensboro, N. C.; W. S. Plummer, Wollaston, 
Mass.; Providence Plumbing Supply Co., Providence, R. I.; Pembek 
Oil Corp., Meriden, Conn., (Industrial). Made by Atkinson and 
McCurdy, c/o Economy Lubricating Co., Charlestown 29, Mass. 


SERVICE MEN—Permanent positions available now and in the 
post-war period for men familiar with horizontal rotary burners using 
#5 and #6 (Bunker C) oil. If not interested now, file your appli 
cation for post-war period. Give details regarding experience, age, 
salary desired, references and when available. Address Box 474, c/o 
FuELOIL & Or Heat, 232 Madison Ave., 16, N. Y. C. 


DEALERS—REPLACEMENT #5 HEAVY OIL BURNERS. 
Rayfield Oil Burners replacing #3 burners save users an average of 
$25.00 per 1000 gallons burned as #5 oil contains about 8% more 
BTU’s and costs 2c less per gallon than #3 oil. Savings quickly pay 
for Rayfield equipment. First offering outside the Chicago Area 
where several hundred are installed. Underwriters’ Approved. 
Patent #2347843. Ideal for jobs burning 4000 to 20000 gallons 
yearly. Write for full details. Two sizes available now. Model JR: 
Capacity 2 to 4 Gals/Hr—l4 H.P. Motor-Gun type; Model D4: 
Capacity 3 to 12 Gals/Hr—1/3 H.P. Motor—Gun type. C. L. Ray: 
field Co., 2010 S. Halsted St., Chicago 8, Illinois. 


Large retail oil-concern located in Baltimore, Maryland, desires ca 
pable man to manage and handle sales, installation and service of’ 
heavy oil burning equipment. Permanent and attractive position for 
right person. Box 472, c/o FurLom & Om Heat, 232 Madison 
Ave., 16, N. Y. C. 


SEE LEVEL INDICATOR—The Jewel for A Steam Boiler. 
FLOATS With The Greatest of Ease! Eliminates confusing water 
line marks. Reduces unnecessary service calls. Install when replacing 
glass gauge or doing thorough boiler overhaul job; price 40 cents, 
complete with metal clips and rubber gauge washers. NOW is propet 
time of season to install. ORDER IMMEDIATELY from DEGREE 
DAY SYSTEMS, 5104—39th Avenue, WOODSIDE, N. Y. 

















IGNITION ELECTRODES IN QUANTITY—TO MEET THE INDUSTRY’S EXACTING NEEDS 


<DIELECTRIC PRODUCTS CO., INC. 


125 VIRGINIA AVENUE, JERSEY CITY 5, NEW JERSEY 
OIL BURNER IGNITION ELECTRODES, INSULATORS, CABLES, BUS BARS AND ASSEMBLIES 
















September 
1944 








